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(Opportunities? VES! 


By Richard L. Prather 


to a young man who has no capital, no pull, 
and no luck?” 

These questions, asked by a young man, I am attempt- 
ing to answer in three articles. 

First—There are more opportunities in business to- 
day than ever before, and— 

Second—“Pull,” or influence, never has and never 
will have, any place in business, and— 

Third—“Luck,” or chance, or accident, or anything 
pertaining thereunto, do not figure in business sficcess 
—or failure. 

Take the first item: There are more and better op- 
portunities in business today because there is more and 
better business. More people. More trade. 

Five years ago you might have said there was no 

chance for a young man in avi- 
ation, but Lindbergh has done 
pretty well at it. Ten years 
ago you might have said there 
was no opportunity in radio, 
but look at Powel Crossley. 
Twenty years ago you might 
have said that the automobile 
industry offered no opportuni- 
ties, but consider Henry Ford. 
These three men started with- 
out capital or pull, and none of 
them believed in luck. 

It is true that nearly all lines 
of trade are overcrowded but 
only in numbers; not in real, 
successful, thorough-going bus- 
iness concerns. There are 
thousands of “also rans” and 
“me toos” crowding the lanes 
of business. In every city, 
town and village there are 
scores and hundreds of medi- 
ocre shops, stores, plants, etc. 

In every one of those commu- 


“DT i you believe that business offers opportunities 


nities there is a leader one BEST. Every city has its 
leading concern, every town its foremost business place, 
every village its‘outstanding store. They are as notice- 
able as lighthouses. They tower above the ruck and 
running as tall steeples above low-built cottages. 

Let us take an individual success and look it over in- 
quisitively. A man started in five years ago without 
capital, pull or luck—because he did not know the latter 
two existed. He disregarded the bogie of “opportu- 
nities” and went at it. He was one of many in the town 
when he started but in five short years he climbed to 
supremacy. How? Simply by determination to win. 
By doing things a little bit differently—and better 
than others. By making his place of business a place 
that people liked, had confidence in, and patronized be- 
cause they felt that it was a good store. His lack of 

capital was not a handicap be 
cause he sold himself to manu- 
facturers and jobbers as a 
“good, moral risk’”—a man who 
would keep his word and do his 
best all the time. 


IS personal appearance, 
his cleanliness of life, his 
dress, his manners, his sobriety, 
his entire make-up was his 
capital. Those personal traits 
sold him to his customers and 
kept them believing in him. 
Behind his personality stood an 
indomitable courage—a daring 
to be different without reckless- 
ness. He was not especially 
briliant mentally—his_ school- 
ing was meager. What he 
lacked in learning he counter- 
balanced with horse sense and 
practicability. 
(The next 
Ta. ) 


article discusses 
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ore Profit in 
Personal 


Sommer &° Kaufmann of San Francisco, Believe 
That Nothing Is More Important Than 
Actually K: nowing Your Customers and 


MELVILLE KAUFMANN : po 
Greeting Them by Name 


42 





T is said Sommer & Kaufmann of San Francisco do 

an annual business of over $2,000,000. This volume 

for any retail establishment is a fine accomplish- 
ment, but for a retail shoe business is phenomenal. 

You’ll meet in Melville Kaufmann a keen executive 
who applies to this remarkable institution the finest 
business practices. In every successful business there 
has been some principle of purpose that has been re- 
sponsible for its expansion, so with this thought in 
mind we asked Melville Kaufmann what. one achieve- 
ment applied to Sommer & Kaufmann was outstanding 
in the development of this progressive firm. 

Without hesitation and with a directness which em- 
phasized the answer came two words: “Personal Ser- 
vice.” 

So without further attempt to interpret the full mean- 
ing of this expression, we will let Mr. Kaufmann tell 
this very interesting story. 

“‘Business literally has wings,’ said a recent edi- 
torial writer of a national magazine, referring to chang- 
ing business conditions and how rapidly a new concept 
becomes acceptabie to the majority and oid ideas are 
discarded. 

“To use a trite phrase, we are truly living in a mar- 
velous age, somewhat materialistic perhaps, as symbol- 
ized by the modern skyscraper but, nevertheless, mar- 
velous, interesting and progressive. In like manner 
certain fundamental ‘dyed-in-the-wool’ philosophies of 
retail distribution of merchandise are changing and 
flowing into newer streams and channels, a fact which 
must be recognized by every alert, keen, progressive 
retailer. 

“It might be vertical expansion, such as taking the 
basement for an exclusive men’s shoe shop, the second 
floor for a children’s department and the third floor for 
an orthopedic department. It might be horizontal ex- 
pansion, like opening additional units, sometimes spe- 
cializing on a general type or price of footwear in dif- 
ferent strategic locations of the same or smaller city, 
or sometimes cities near enough to the central point to 
effect basic economics. It might be neither of these 
already widely recognized types of expansion, but sim- 
ply an endeavor to constantly modernize the spirit as 
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This Proven Form of 
Service 





well as the physical aspect of the present store, or 
stores, in order to keep business which is flowing con- 
tinue to flow through your front door. 

“But, advancing one step further, what of the newer 
problems that confront the retailer with a group of 
stores, a department store of shoes or a modern type 
of family shoe store, each of which three types has 
been briefly mentioned? The emphasis from within 
and without (namely, to the buying public) is rapidly 
changing. No attempt is here made to underestimate 
the importance of the right merchandise in the right 
quantities and sizes at the right time. Practically 
every retailer, however, can, with a small degree of 
buying sense buy, display and sell beautiful, smart, 
voguish, wanted footwear. Practically every manu- 
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facturer, in the eager and often over-eager desire to 
increase his output, takes many chances with retailers 
in whose stores his product is placed. But placed it is, 
and the result is that every shop window shows beau- 
tiful footwear. 

“It has often been said that merchandise correctly 
bought is only half sold, and this statement, in view of 
the almost universal ability tc have pleasing styles, be- 
comes today increasingly true and important. SER- 
VICE, in the fullest meaning of the word (and the 
fullest meaning covers the minutest detail to the most 
important phase of store management), is today the 
changing emphasis that the retailer must meet. Ex- 
treme individualization of style is past, but service of 
a type and character that means a distinction and 
prestige not enjoyed by others is rapidly coming, and 
with increasing momentum. 

“In our business we urge and train our salesmen to 
remember the names of their customers. Nothing is so 
flattering to one’s ego as to be addressed by name when 
entering a store or approached by a salesman. We 

[TURN TO PACE 52, PLEASE] 
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Diversify your strap ma- 
terials for late fall sell- 
ing—the strap must 
serve an ornamental 
purpose 
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There Is Developing a 

Winter Interest in a 

Wide Range of footr- 
wear -Materials. 


HORTER vamps and a marked 
GJ heightening of the heel for the 
coming winter are sponsored by 
the majority of, Parisian footwear 
dictators, for the late hours of the 
day at least, because, say these om- 
nipotents of the mode, women have 
become so healthy minded and in- 
dependent that they would no longer 
allow any attempt on the part of the 
shoe manufacturers to force them into even the sem- 
blance of a high heel for golf, walking or any other 
type of outdoor activity in which they may indulge. 
And so, while the smart woman may spend her morn- 
ing or ear!y afternoon in almost no heels at all, she will 
come home in time to go out to tea in heels five and a 
half or six centimeters (2% in.) high. (These are, of 
course, official figures.) And, it is said, she will wear 
even higher heels in the evening. These heels will be 
straight and very narrow and almost always of con- 
trasting material and coloring to the shoe itself. On 
the other hand, the vamp of the shoe will be noticeably 
shorter and rounded and an added attempt to decrease 
the general length of the shoe will be made by careful 
placement of color, arrangement of straps and applica- 
tion of decoration. 
It is frankly admitted that little novelty will be in- 
troduced for sports wear, because, the shoemakers 
claim, the sport shoe has been developed to such a 


satisfactory state that it has become 
exceedingly difficult to suggest im- 
provements. Several models of small 
calf boots for riding are taking the 
place of the classical riding boot of 
the past, and hunting shoes of the 
same style are to be seen. These are 
trim and practical and are worn 
with the breeches falling over them. 
Much reptile skin will be used for 
sport shoes. An intensive study of reptile skins re- 
cently made by some shoe manufacturers showed that 
in transverse sections it reveals a texture that is in- 
terwoven like that of a closely woven material. The 
interwoven texture of the reptile skin makes it espe- 
cially resistant to wear and prevents it from cracking. 
At the same time it is waterproof, which is undoubt- 
edly an asset for sport shoes. 


OR afternoon wear, kid and reptile skins are un- 
doubtedly in the foreground, but there is no doubt 
that colored patent leather will be sponsored, even 
though some bottiers refuse to accept it. A brown patent 
leather in “marron” is combined with a fantasy checked 
leather in brown used over the instep in which the eye- 
lets for the tie are set. These checked and patent 
leathers, by the way, will be abundantly employed not 
only for winter afternoon shoes, but for evening as 
well. The use of bands of differently colored leather, 
[TURN TO PAGE 52, PLEASE] 
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Leather in Hurope Also 
Going Up 


This the Conclusion of John A. Bush After Trip 
Abroad—Sees Danger In Agitation for Tariff Wall 


ican market is a situation that requires careful 

study and watching, said John A. Bush, presi- 
dent of the Brown Shoe Co., upon his return to St. 
Louis after a sixty day trip through every important 
footwear center of Europe. 

“No snap judgment should be taken, however, on a 
duty on foreign made shoes, which will also involve a 
duty on hides,” stated Mr. Bush. “Low labor costs are a 
factor in cheap footwear, but no tariff enactment should 
raise 95 per cent of the women’s footwear made in 
America to exclude 5 per cent of foreign made shoes. 

“After a sixty day trip, during which I visited many 
of the countries and capitals of Europe, including 
France, Switzerland, Italy, Austria, Germany, Holland 
and England, I have returned home firmly convinced 
that the greatest value in wearing apparel in this entire 
world are American made shoes. 

“T saw shoes made in Czecho-Slovakia and Germany 
at very low prices—in Switzerland some very high-grade 
shoes—those made in Great Britain by 
the English were both good and poor 
quality, but there was nothing that 
compares to those of American manu- 
facture. 

“T saw side leather from the lowest 
price India Kips made by English tan- 
ners and the finest calfskins tanned by 
the Germans, Austrians and Dutch. I 
also saw the Swiss, English and Ger- 
man sole leather. 

“In all these countries, the basic 
raw material — cowhides — whether 
from the hump-backed cow of India, 
the fine Italian, Swiss and French 
cows and steers, or the beautiful calf- 
skins of the countries of Central 
Europe, without exception, commanded 
a high price, relatively higher than in 
America, with every indication that 
such prices will continue on the pres- 
ent basis or an upward trend for some 
years to come. 

“My conclusions are based on the 
fact that more leather is being used 
by the European nations than at any 
time since the World War. Even in 
Vienna, the hardest hit of European 


y de dumping of European shoes into the Amer- 


Mr. Bush’s daughter, Katharine, 
accompanied Mr. Bush on his 
tour of Europe. Both are shown 
here embarking for the air- 
plane flight from Brussels to 


ditions are far better than they were two and three 
years ago and that more leather and shoes are being 
consumed each year. 

“Argentine supplies more heavy sole leather hides to 
Europe than any other country and throughout the past 
year Argentine hides have averaged 2 cents per pound 
more, values considered, than the same hides in the 
United States. 

“On my return to this country I stopped in New York 
to interview the heads of the largest tanneries and hide 
brokers of the United States, and from actual figures, 
carefully compiled and kept up to date, they showed 
plainly that there is no accumulation of hides and skins 
in this country. This is remarkable in view of the fact 
that the shoe business has not been very active during 
the last three or four months, actual statistics showing 
that considerably fewer shoes were made during the 
months of June and July than during the same months 
a year ago. Conditions in the United States this Fall 
do not favor an increasing kill of cattle. Farmers and 
cattle men are not sending young live 
stock to market but feeding it to in- 
crease the herd, for live stock prices 
indicate it will again pay cattle men 
to feed cattle and increase the herd. 
There will be an abundance of corn 
and hay. All sections report a short- 
age of live stock to eat it in view of the 
shortage of cattle on the farms and 
ranges. 

“There are three million fewer beef 
cattle this year than in 1926. The 
beef tonnage is also smaller, first, as 
a result of a reduction in the number 
of beef cattle and, second, because the 
cattle are lighter, averaging many 
hundred pounds less than a quarter of 
a century ago. The United States 
Government report shows there were 
approximately 400,000 fewer cattle 
marketed in June and July of this 
year than during the same months a 
year ago at the seven principal mar- 
kets of the United States. The cattle- 
men on the range and in the Middle 
West are keeping their heifers and 
cows and putting them into breeding 
herds, getting ready to make money 
out of the beef cattle shortage situ- 
ation.” 





capitals, those who know admit con- 

































eee 
ey 
















a ae 





In Merchant Service Since 1882 


BOOT and SHOE 


REG O RE R 
Geo ay 


ARTHUR D. ANDERSON, E£ditor 
Owen A. THOMAS Heten M. Haney 
Harry F. BAKER E. O. Ray 
Georce E. Garou, Associate Editors 
Harry R. Teruune, Field Editor 
MADAME HAMILTON JEFFRIES, Fashion Editor 


GWOn)D 


Executive, EpitoriaL AND Saces OrFices 
80 FeperaL Street, Boston, U. S. A. 
Cable Address, Bootreco, Boston, U. S. A. 
PuBLIcATION OFFICE 
239 West 39TH Street, New York City 
BRANCH OFFICES 
CxuIcaco St. Louis New Yorx 
189 W. Madison St. 1627 Locust St. 239 W. 39th St 
CINCINNATI Rocuestcr PHILADELPHIA 
$01 First Nat. Bank Bldg. 70 Exchange St. 214 S. 12th St. 
Copyright 1928 by the Boot and Shoe Recorder Publishing Co. 


Getting More Shoes Sold Right 







Timing Sales 


HE time element, call it anticipation of selling 

events, or what you will, is the most important 
factor in the entire business. To have the right 
shoes at the right time is to get the right profit. 
The right shoes at the wrong time pushes the shoes 
ahead into a new season with present season losses 
self-evident. 

When a shoe store makes a late-buying season 
switch of lines and clears out the old before the 
new arrives to find itself in September short of 
styles, colors and sizes—somebody blundered. 
Given such a situation the answer is “the buyer 
slipped in timing his goods for public needs.” 

Selection by the merchant of winter shoes NOW 
is in the nature of preparation for profitable sell- 
ing events just around the corner of the calendar. 
There are winter weights, storm wear and rubber- 
wear shoes to be bought for the inclement weather 
ahead. The boot problem lies ahead. Take time 
for thinking ‘‘in time.” 

Many a merchant and manufacturer has been 
“ahead of time” which at “times” is as bad as be- 
ing behind time. One great designer of shoes 
never gets the full benefit of his creations because 
they hit the market ahead of “time of acceptance” 
—and by the time they are popular he has tired of 
them and gone ahead into new designing fields. 
Some of his shoes first shown a year ago are to- 


‘day fast sellers in other lines. He lacks “timing 


sense,” as in golf, so in business. 
The greatest offenders in “time,” however, are 
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those who are mentally six weeks late. They see 
a style develop, but before interpreting the demand 
into definite orders delay and delay, until com- 
pelled by competition to fall in line. Then they 
feverishly hop onto the order book and fume and 
fuss until the shoes arrive. Too often public favor 
has fled when these shoes reach the store. 

As buyers go--the best man is he who has a 
sense of timeliness, not too far ahead or behind a 
style, but right on the calendar with public demand. 


&$ ¢ ¢ 
Credit Racketeering 


AVE the organized forces of commercial crime 

acquired the status of being Big Business? 

A recent estimate shows that fraudulent bankrupt- 

cies, only one phase of commercial crime, cost 
legitimate business $500,000,000 last year. 

To this must be added the enormous waste in in- 
surance and stock frauds and tricky methods of 
finance. 

Dr. Stephen I. Miller, executive manager of the 
National Association of Credit Men, said: 

“This newest giant of American business 
has flourished because of easy credit, cheap 
money and sharp competition among manu- 
facturers. The ready extension of credit com- 
petition, which arose from the speeding up of 
production, which in turn had its impetus in 
general prosperity. 

“All these factors have served to develop a 
new profession, that of the credit racketeer, 
and to build up the elaborate industry of prey- 
ing on other industries. Commercial crime 
is no longer a matter of individual enterprise. 
It has developed the personnel, the capital 
and the organization of big business.” 

A vigorous campaign has been started on credit 
crooks all over the country. Credit protection as- 
sociations are enlisting in the fight. There is de- 
veloping a unit front of honest business men 
against the merchant of shady practices. Every 
effort to buy off creditors with a settlement in a 
fraudulently operated business is traced and every 
effort made to complete prosecutions. Heavier 
court penalties for habitual violation of the bank- 
ruptcy mail fraud laws are being asked. 

The racket system is tried in shoes, because unit 
articles make easy final disposal. The method of 
the racketeer of buying and selling leading lines 
of merchandise and then disappearing is being pre- 
vented by more careful examination of the back- 
ground and history of the business. The mushroom 
store, if thoroughly investigated, is denied a stock 
of shoes. Since the first of the year evidences of 
fraud have decreased 12 per cent because of this 


’ vigilance. 
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A New Export Gtani 


HE three most important shoe-producir z coun- 

tries in the world are the United States, Ger- 
many and Great Britain. These three nations know 
the art of shoe production, and it is‘strange to note 
that all three of these countries complain of an in- 
crease in the imports of shoes. 

In the United States imports numbered 577,012 
pairs in the first five months of 1927, which in- 
creased to 1,315,882 in the same period of 1928. 
Germany’s imports in four months of 1927 were 
865,598, and in the same period of 1928, 1,856,236, 
and Great Britain’s imports in the first seven 
months of 1927 were 2,337,018, and in ‘the seven 
months of 1928, 2,550,516. 

Here is what the Shoe and Leather News of 
England has to say: 

“Perhaps the most intriguing feature is that 
there is unanimity as to the identity of the prin- 


cipal aggressor. With one accord, each of the 
three countries point to another and, like the old 
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not push out into the suburbs. The momentus of 
selling is stopped at the boundary. 

It is inevitably true that when no great efforts 
are made to sell goods abroad, that there can be 
then expected some penetration of foreign goods 
into what might be termed a self-contented market. 

Business goes to the aggressive. One thing the 
world learns quickly—to buy cheap and to sell 
dear. Nations are just like individuals. Fat and 
contented people do not move aggressively in trade. 
They are also prone to growl at interference in 
their own trade area. 

America has not started to sell the woérld foot- 
wear. Once the world came to America for foot- 
wear, leather and materials because there was no- 
where else to go. The buyer then sought the mar- 
ket. Today the aggressive seller is making new 
markets the wor'd over, and if out of Czechoslova- 
kia there is coming a new international spirit in 
shoe selling, it warrants double the energy to hold 
what we have and to push out in other lands. 


Hebrew prophet, say 


Czechoslovakia. Over 
50 per cent of U. S. 
imports came from 
that country, some- 
thing like 70 per cent 
of Germany’s, and 25 
per cent of ours. It 
would be very useful 
to know what were the 
real causes which give 
the country named 
such powers of pene- 
tration into such well- 
entrenched positions.” 


Why has this colos- 
sus arisen, and how? 
An energetic, virile 
new nation finds that 
it must make its place 
in the world’s markets 
and is employing the 
most modern means 
of manufacturing and 
distribution to gain 
these ends. 

Long. established 
countries get a snug 
contentment in manu- 
facturing footwear for 
their own domestic 
needs. They make no 
great efforts to push 
their wares into for- 
eign lands. It js just 
like a long established 
shoe business in an old 
city. It is content with 
its city trade and does 


“Thou art the Man,’— 
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The Reason Why 


THE HUB 
Flint, Mich. 


As I am just launching upon the beginning of 
my 20th year in business under the name of “The 
Hub Shoe Store,” I deem it a privilege to tell you 
that a lot of inspiration and helpful ideas during 
the past 19 years have been gained through read- 
ing the Boot AND SHOE RecorDER, although I had 
been a constant reader of the Boot AND SHOE 
RECORDER ever since starting to work in the shoe 
game, which was in 1900. 

My three sons who are coming along in the shoe 
business are interested in each issue of the Boor 
AND SHOE REcorDER, and I trust they will get as 
much from its pages in the next 25 or 30 years as 
I have in the past. 

Wishing you continued success in your splendid 
work, I am, 

: Yours very truly, 
(Signed) ELWYN POND. 


% * + 


We are very sure that the three sons of Mr. 
Pond will prove worthy successors to their 
father. 

Successful business men today are constantly 
reading, studying and learning. 

We are living in a speed age, and the race is 
won by the best trained men. 
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Tariff walls may be built in each of these af- 


fected countries. One 
political party spokes- 
man this very week 
promised “a tariff 
high enough to shut 
out these imports.” 
The battle for business 
internationally 
strengthens the ag- 
gressor —it’s some- 
thing needed by Amer- 
ican manufacturers 
who ought to be fight- 
ing for business in 
every country of the 
world. But it will be 
a hard battle and not 
to be undertaken 
lightly. 


@ 


“A smile is a busi- 
ness man’s greatest 
asset. If a merchant 
can so train his sales- 
people that they will 
greet every customer 
with a genuine friend- 
ly smile, the popular- 
ity of his store and the 
success of his business 
will be assured.”—L. 
H. Buisch, National 
Cash Register Co. 
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An effective use of screen 
background and unit display 
fixtures in the store of Love- 
man, Joseph & Loeb of Bir- 
mingham, Ala. The high’ 
ornate screen serves to em- 
phasize the beautiful sim- 
plicity of the shoes in the 
open face boxes 


Using Screens with 


Unit Box Fixtures 


have been shown the numerous possibilities of the 

unit box display. Now comes still another use to 
which they may be put—in combination with screen 
backgrounds. A good example of this combination is 
shown above in the photograph of the window trim 
installed in the store of Loveman, Joseph & Loeb of 
Birmingham, Ala. 

The sketch at the bottom of the page, while not a 
wholly accurate reproduction of the trim shown in the 
photograph, nevertheless is close enough to give the 
idea. 

The open-face box units have been piled pyramid 
fashion in froné of a highly ornate, three-panel screen. 
The box pyramid rests on a solid wood base. The mid- 
‘dle section of the screen towers high above the topmost 
box in the pyramid. 

The arrangement in this case is good 
because the window trimmer, Joseph 
Apolinsky, was dealing with a fairly 
high and not overly wide window. 
Had the window been lower from floor 
to ceiling, it would have been neces- 
sary to use a lower pyramid and a 
screen not quite so tall. 

This same effect or one close to it 
could be achieved very inexpensively 
in the window of almost any store. 

Three-way screens should be used 
in every case, and a fairly safe rule to 
follow would be to have the middle and 
taller panel of the screen about two- 
thirds as high as the total height of 
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the window. Wide, shallow windows need wide panelled 
screens. Narrow, deep windows need narrow panelled 
screens. 

Any inexpensive three-panel screen could be secured, 
and the tapestry portion of the screen could be changed 
as often as seemed desirable. If wallpaper is to be used, 
then the tapestry must be removed and solid backs of 
compo board inserted between the framework of the 
screen panels to have something against which the paper 
can be pasted. This is even less expensive than tapestry, 
and affords more frequent changes. 


= ITH this arrangement, it is advisable to use box 
units which have been painted, lacquered or 
enamelled in a neutral color, such as a light gray, for 
instance. This color will contrast favorably with almost 
any of the shoe colors; and vivid color- 
ings which also contrast harmoniously 
can be used in the screen backgrounds. 
To determine what color to paint the 
boxes, first decide what color shoes 
are to be shown, then get from your 
local paint dealer one of his cards, 
showing the various colors of paints 
which he has. Ask his advice as to 
which one to use. Do the same with 
the paper dealer. See his samples and 
get his help in making a selection; 
for after all the same rules. apply to 
the selection of wallpaper for a room 
as apply in the case of the screen 
background. Color harmony is most 
important. 
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Less Waste ~ More Leather 


HE great side leather 

/ standby is patent 

leather _ produc- 
tion. To bring about an im- 
provement in side leather, 
the Bureau of Chemistry 
under the Department of 
Agriculture in Washington 
has sent hide men to the cattle raising parts of the coun- 
try to work in the field. The hide is the “‘base-goods” of 
all side and sole leather. 

Leather is essentially a present day commodity. The 
domestic hide supply is falling shorter and shorter of 
leather requirements. Every year millions of pounds 
of hide substance are needlessly lost through careless- 
ness and indifference. The Bureau of Chemistry hopes 
to save twenty million dollars lost as a result of careless 
and wasteful methods in curing hides and cleaning ani- 
mals. 

The great base supply of patent leather may in time 
show an improvement in its substance whether or no 
there is an increase in the future in number of animals 


Department of Agriculture Hopes 


ra‘sed on the ranges. 
We are showing also on 
this page a chart from the 


to Save Millions in Patent Tanners’ Council of Amer- 


Leather 


ica. It illustrates the fin- 


: Alone ished stocks of patent 


leather. This chart shows 

that stocks are nearly 50 
per cent larger than the average of 1927. The present 
somewhat excessive stocks of patent leather will, in all 
probability, disappear or be reduced considerably within 
a reasonable period. Deliveries of patent leather have 
increased almost 100 per cent in six years. | 

A leading expert explains how this leather is made 
and how it should be treated. The idea of making 
patent leather probably originated with the French. 
Briefly, the patent process is giving a glossy varnished 
surface to leather. 

At first, calf skins and cattle side leathers tanned with 
vegetable tannages were used, and these were finished 
on the flesh side. Sizing coats of properly boiled lin- 
seed oil and pigment were rubbed into the flesh to pre- 
[TURN TO PAGE 52, PLEASE] 
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eM ARE the 
Grown.Ups 


omfortable 


SHOE shop for kiddies, designed in a man- 
off = to 4ppeal to the smaller tots and yet elim- 

inating the usual merry-go-round and other 
juvenile attractions, comfortable and inviting to the 
grown-ups, and handling, besides shoes, a number of 
accessories of a style nature. That, in brief, is a de- 
scription of the new Geuting store, which this enter- 
prising Philadelphia shoe house has opened in Ard- 
more, Pa., a suburb less than half an hour distant on 
the “Main Line” west of Philadelphia. 

A glance at the photographs reproduced above will 
give a better idea than mere words of the layout of 
the store and the manner in which it is furnished. Al- 
though it is strictly a children’s shop, no attempt has 
been made to appeal to childish hearts through hobby- 
horses, fairy-tale frescoes or the furnishings of the 
nursery. At the same time there is plenty of color, al- 
though it is the kind which will wear well and which 
will not need “doing over” in a few months or a year. 
The general decorative scheme of the walls, with their 
mellow cream plaster and rich brown beams and arches, 
is that of an English inn courtyard. This effect is fur- 
ther heightened by a large block tile linoleum floor, 
which is covered in the selling section with Indian drug- 
gets. All stock is carried in a stock room in the rear 
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Attract 


the IDS 
But— 


Two views of the new “Wee Modern’ shop 

opened last week in Ardmore, Pa., by Geuting’s, 

Philadelphia. The barber shop is shown at the 

rear of the lower picture. The upper photograph 

shows a section of the hosiery counter at the 

right, and a full view of the accessory alcove, 
a distinguishing feature of the store. 


where ample space is provided in ceiling high shelves. 
The chairs and settees seat about 60 persons comfort- 
ably and are of dull walnut with cushions of imported 
colorful tapestry. A modern four-chair barber shop 
has been installed in a large space at the rear of the 
store. 


ERHAPS the most interesting feature of this store, 

and a radical departure for a shoe shop, is the carry- 
ing of a number of apparel accessories for children in 
an alcove department. These include, for boys, berets, 
leather coats, shorts, shirts, sweaters, sweater suits, 
trench coats, wind-breakers, zipper play suits and 
zipper sport blouses, and for girls, berets, leather coats, 
leggings, sweaters, sweater suits, trench coats, wind- 
breakers, zipper play suits, zipper sport blouses and 
ensembles consisting of hats, coats and purses. Quite 
an array of merchandise. 
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No attempt is being made to 
carry staple merchandise in 
these accessory items. “We fig- 
ured,” said Maurice Yoskin, 
manager of all the children’s 
departments in the Geuting or- 
ganization, and who planned 


tion of this new shop, “that 
competition on _ staple items 
would be too keen for us to face. 
Accordingly, all the items we 
handle have a style value over 
and above their utilitarian value. 
They have been selected from 
this standpoint, and in the few 
days we have been open, the 
volume of business on these ac- 
cessories has proved that our se- 
lections have been correct.” 

This accessory department was 
not established as a feature 
merely to attract people to the 
store. It has been planned and 
is being operated for the pur- 
pose of making a profit, and a 
good profit at that. 
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and superintended the installa- Oy, ( Yen OL ad: CPi: 


of a building directly opposite 
the railroad station. Along one 
side are a number of plate glass 
windows, which, too high from 
the sidewalk for use as display 
windows, have been retained for 
their light giving value. The 
store is one of the lightest and 
airiest ever seen. 





THURSDAY. SEPTEMBER SIXTH 


JHILE some advertising of 
the new store is being done 
in a local weekly newspaper, most 
of the advertising will be of the 
direct by mail type. Announce- 
ments of the opening were sent 
to a selected list of over 10,000 
families in the vicinity of Ard- 
more. While there is no way 
of checking the number of these 
families that have children, the 
percentage is high as it is in 
any suburban community adja- 
cent to a large city. 
The store is under the man- 
agement of James Lonergan, 


The first page of a four page folder who has been identified with the 


printed in color, with which Geuting’s Geuting organization for some 
NOTHER interesting an- “nounced the opening of the Admore time. 
Q store “Our object in opening this 


gle that is developing in 
this new store, which draws its 
customers from a surrounding territory that numbers 
close to 100,000 population, is that the bulk of business 
is being done on the shoes for girls of high school and 
finishing school age. With a number of such schools in 
the district, it was thought that this trade would de- 
velop, but it has come more strongly than was an- 
ticipated and threatens to overshadow the business 
on shoes for small children. Shoes for girls up to age 
16 are carried in a wide range of styles. 

The Iccation of the store is ideal. It is in the corner 


store,” said Mr. Yoskin, was to 
supply a distinct need in the suburban territory. Traffic 
conditions in Philadelphia are such that it is difficult 
and uncomfortable for mothers to drive into town or 
even come in on the train with their children for shoe 
fittings. A store in the suburbs, located as this one 
is, at a point easy to reach from a wide surrounding 
territory solves the problem for the mothers. As chil- 
dren are accompanied by their parents, or their mother, 
we have fitted up this store with an eye to the conven- 
ience of the grown-ups as well as the children.” 





ighting OUTSIDE ( ompetition 


Own good way to combat the out-of-town stores 


who come to one’s own city for the purpose of: 


taking away some of the cream of the trade is to 
fight the fire with fire, or beat them at their own game. 
The foregoing is taken out of the experience book, 
which is as yet unpublished, by Jack Rosenberg, the 
guider of the shoe destinies of the big Hecht store in 
Washington. To be specific, several times a year show- 
ings of I. Miller shoes are held at the Hotel Mayflower, 
with the usual procedure of sending engraved cards to 
the selected list, etc., well taken care of in an expert 
manner. That is precisely what the other stores do, 
too, but here is how the subtle strategy of Rosenberg 


shows itself. Customers—no, that’s not the word for 
women who buy shoes priced up to $50—clients are not 
urged to buy, but gentlemanly ushers pass among them, 
armed with a duplicate notebook. If Mrs. So-and-So 
is interested in a particular shoe, notation is made of 
the style number; also Madame’s address. Should 
Madame be in a buying mood, a taxi immediately con- 
veys her to the Hecht store. This is one little trick 
that the out-of-town stores can’t take. A check-up shows 
that 85 per cent of those who attend the hotel show 
buy shoes at the store. Perhaps the fact that the 
women are not urged to buy has considerable bearing 
on their ultimate desire to buy. 




















































BOOT AND SHOE RECORDER 





September 15, 1928 


Less Waste~/Vore Leather 


[CONTINUED FROM PAGE 49] 


pare the surface, much after the method of sizing 
plastered walls for painting or a board for a piano 
panel. 


ACH coat was dried in the sun and then well rubbed 
down with pumice until a smooth filled surface was 
obtained. Then a paint coat of boiled linseed oil con- 
taining a small amount of pigment was brushed on and 
dried in an oven. This coat was the color coat which 
gave evenness and depth to the finish. After drying, 
this was rubbed down with pumice with great care, for 
then came the final coat and every speck and uneven- 
ness had to be removed to insure a clean, perfect leather. 
The final coat was a pure linseed oil varnish properly 
prepared by boiling to give the right pliability, flexi- 
bility, dryness and brilliancy. This coat was flowed on 
with a brush and baked in an oven, finally being ex- 
posed for a day to the sun’s rays for hardening the 
surface. Leather finished after this method was made 
in this country 60 to 80 years ago. 

Even today it is a hand-method business, although 
scientific control is now common. Very little machinery 
is used, however, and then only for measuring and 
mixing. If you go to the modern Japan shop you will 
find practically the same methods employed as those 
used when the idea was developed. 

But modern patent leather is much different from the 
old. The old leather was tender. It cracked and tore 
easily. It was susceptible to temperature changes and 
froze if worn in cold weather. 

With the advent of chrome tanning a new element 
was introduced into the patent leather business. 

Chrome leathers are tougher. They will stand more 


abuse and are more easily worked in shoe making. 
They have greater flexibility and strength. Cow hides, 
calf skins, colt skins, horse hides and kid skins are used. 

These leathers are finished on the grain and, be- 
cause the grain offers a smoother surface to begin 
with, they require less material to cover and therefore 
are less apt to crack. 

Instead of the high mirror-like surface of the old 
tannages, the new chrome leathers show the beautiful 
grain of the hide just as a piano shows the markings 
of the grain of the wood. 

Modern ingenuity has developed patent leather so 
that today it ranks high as a standard dress shoe 
leather. Used mostly in women’s and children’s shoes, 
it offers a shoe of beautiful appearance suitable for all 
occasions. 

It is easily cleaned with soap and water. In fact, it 
is waterproof, and the proper way to care for shoes 
made from patent leather is to wash them. Polishes 
should not be used, because they dull the leather’s 
finish. 

A well fitted pair of shoes of the modern patent 
leather will give good service with no upkeep such as 
polishing or dressing. 


HAT the future has in store for patent leather 

only time will tell, but a large number of scientific 
and practical men throughout the trade are working, ex- 
perimenting and developing to insure the best possible 
results in “shiny leathers.” Each step of tanning and 
preparing the leather for the finishing is now watched 
and guarded with the precision of the manufacture of 
a fine automobile. 





More Profit in this Proven 
Form of Personal Service 


[CONTINUED FROM PAGE 43] 


carry this personal service a step further with a policy 
that at no time will the floor of our stores be without 
a member of the firm. We want to know and meet our 
customers, and likewise do they want to know and meet 
us. We feel the pulse of trade in this manner, and if 
there is some complaint of policy or merchandise we 
want to know about it. 

“No transaction is complete until that single pair of 
shoes is satisfactorily delivered to our customer, and 
we feel certain in our mind not only that she is satis- 
fied but that she will come again and tell her friends 
about her experience. This, in brief, is the crux of the 
new service problem. Service of such an exemplary 
type means that each salesman not only knows the 
store’s aims and ideals, but its stock of merchandise so 
well that rapid yet helpful, courteous and efficient at- 
tention to the wishes and whims of each customer will 
be given. 

“It’s the customer who doesn’t return, but nurses a 
grievance against the store, that is daily and more 





insistently raising those questionings in our minds. In 
this era of flux and change these problems must be met 
if we are to succeed in our retailing of shoes during 
the coming of the years.” 


Straps for Sports 
[CONTINUED FROM PAGE 44] 


closely interwoven, will probably gain greatly in popu- 
larity, is the opinion of many, and appliquéd silver or 
gold braid on kid and reptile combinations will be 
prominent. The newest effects are obtained by means 
of the strap, which forms a jabot effect from the ankle 
strap down over the instep. A striking novelty of the 
season is the use of printed leathers—especially kids, 
although a few patent leathers are to be seen—in polka 
dot, geometric and some floral designs, thus following 
the popular trend toward printed fabrics for after- 
noon dresses. Another is the spring clasp placed on 
the body of the shoe, which is inserted in the loop of 
the strap and snapped down. Colored enamels in an ex- 
tensive series of daring asymmetric designs are suc- 
cessfuly employed as well as highly polished surfaces 
that give very elegant and smart effects. 
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SHAPE-HOLDING LEATHER 


Kaffor Kid, a light weight calf, is produced by a special 
tanning process that gives to it a shape-holding feature 
invaiuable in finely made footwear. It is also non- 
scuffing. 


Kaffor Kid has a mellow feel, a fine grain, and a high 


“Minnesota Tie” , 
luster, that takes and holds a finish. 


Style F 455, made of Kaffor 
Kid, Black Suede trim, 15/8 
covered heel .......-.. 86.20 
ROTH SHOE MFG. Co. 
Cincinnati, Ohio 


It is the ideal calf leather for smart footwear, giving 
the manufacturer the proper “Background for Beauty 
of Style.” 


Swatches on Request. 
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teen We... THAT WHAT: THEY 
LIKE ABOUT OUR HEEL IS ITS 


FINE ADDEARANCE 
It Helps Them Sell Shoes / 
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UnaiteD CusHion HEELS 


FIRM QUIET TREAD 








Look for the 


 . 
United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS, U. S. A. 
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ec 99 “ 
FLASH 

Another Hot Style for the 

“Big Boy.” 

Full of Snap, Class and 

Quality. 

It has our own exclusive Brass 

Heel Plate. 


Deliveries after Sept. 25th. 
Sold up until then. 


Style No. 561 Black 
Style No. 560 Tan 












F Freeman-Beddow Shoe Mfg. Co. 


BELOIT, WIS. 























FASIHUON BUILDERS 
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Sales Check — 
Another Customer 
on the Regular’ List 


Dr Scholls 


Corrective Foot Appliances 


make it easy to sell “hard” customers who have troublesome feet. Moreover, they 
make it easy to hold these customers and draw in their friends because they actually 
give relief and permanently correct those weak and fallen arch conditions that respond 
only to scientific orthopedic correction. These 
appliances are adjustable to the feet, and the 
a elevation may be’ gradually increased until 
Suppesbive= teeueteieling the fallen arches are comfortably returned 

to their proper position. Shoes at best are a 


" = covering for the feet—are not adjustable and 


therefore cannot correct. 








Second position—Raising the ap- . ° 
* pliance as foot condition improves The Dr. Scholl system of corrective appliances 
ee furnishes incentive for the customers to call 
back at intervals for readjustments, which take 
but a moment—and this contact causes them 
Third position—Arch fully re. Zs i 
stored to its normal contour to form the habit of going to the one store 


for footwear. It helps the sales of hosiery and 
findings as well as shoes. Customers receive 
real service and become real store boosters. 


Our national advertising in lead- 
ing magazines and newspapers 
keeps the name of Dr. Scholl con- 


tinually before millions of readers. 


THE SCHOLL MEkG. Co., Inc. 


Largest Makers of Foot Appliances in the World 


With this Arch Fitter Dr. Scholl’s Corrective Foot Appli- 213 W. Schiller St., Chicago 
62 W. 14th Se., New York 112 Adelaide St., East, Toronto 


ances may be adjusted in a moment for an exact fit or to 1-4 Giltspur St., London, E. C 
increase the elevation as the condition of the foot improves. Branches in the leading cities of the am 
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uality MM ubberwear 





Story’s, Inc., of Winter 


Haven, Florida, recently 
“rigged” a canvas rubber 
soled shoe trim window, with 
a sports motif for the Keds 
annual window contest. 


T as tremendous interest in sports is not only in- 
creasing the sale of leather shoes, but of canvas 
and rubber footwear, as well. Just now, retail 

shoe merchants here, there, and everywhere are capi- 

talizing on the public’s craze for tennis, to sell more 
pairs. For tennis is still “going strong” in northern 
climes, and is an all-the-year-round sport, somewhere. 

And in addition to that, there are the indoor canvas- 

rubber-soled-shoe games of squash, racquet, basketball 

and bowling. Harry A. Delano, of Brockton, Mass., 
known as Delano, the Shoeman, reports that he is now 
selling many canvas rubber soled shoes to bowling 
teams and to the various gyms of the city. He shoes the 
girls of the city in white canvas for their field days. 

He caters to the small boys of the neighborhood with 

special trims and with premiums as sales stimulators, 

on the theory that children are big boosters for one’s 
store. He also appeals to the boys by showing pictures 
of the big league and local baseball players. He makes 
his canvas rubber soled shoe and rubber stock one- 
quarter of his entire merchandise and says that he 
has found that it pays to carry quality goods. 

At Winter Haven, Florida, Story’s, Inc., is “rolling 
up” a good business on canvas rubber soled shoes by 
special trims. The store management 


into the work because President Lyles 
V. Story says that it pays. The small 
photo shown on this page is a detail 
of a recent window idealizing canvas 
rubber soled shoes from a threefold- 
appeal standpoint to the boy, to the man 
and to the woman through their liking 
for baseball and tennis, respectively. 
Story’s, Inc., entered this trim in the 


Sales Boosters when Properly 
Presented to the Public 





Sells 


CST 


Sere On . an . and finding the merchant 
Style and Ser VICE Features Big painting some decoy ducks, 


with the editorial comment 
that it would be better to 
paint something that would 
help to sell shoes. And so 
I said, ‘I will have one of 
the boys here who is gifted 
in painting arrange a window and paint the figures.’ 
This is the way he did it. He took two pieces of wall 
board measuring 30 inches wide and 6 feet long and 
nailed around same a light wooden frame. We then 
bought a roll of white poster paper, about 36 inches 
wide, put it over the wall board, and fastened same 
down in the back with thumb tacks, painting it with 
show card colors. If there is sufficient time a new 
picture can be readily used each week in the window.” 


N fitting out your children customers for school 

with leather shoes and hosiery, do not forget to 
suggest rubbers, rubber boots and overshoes. A sug- 
gestion that these items should be included in their 
footwear wardrobes is usually sufficient to sell them. 
Here is something interesting which you can tell the 
youngsters: (A map showing where this “rubberwear” 
is to wing its way, displayed prominently in the window 
right beside a pair of rubber boots, or canvas rubber 
soled shoes, would give the display a school room atmos- 
phere and would help in the movement of this merchan- 
dise to the feet of the kiddies.) Among the firms 
who have contributed goods to the Byrd airplane expe- 
dition for the exploration of the South Pole are: United 
States Rubber Co., special rubber boots 
and Keds; Western Felt Co., felt inner- 
soles; Abbott Shoe Co., ski boots; the 
Bridgeport Leather Specialty Co. and 
Associated Gloves Craft, leather mit- 
tens. 

Don’t be afraid to talk quality “rub- 
berwear”. The manager of a Boston 
men’s shoe department reports that 
plain white canvas rubber soled shoes 
of the better grades have been moving 


1928 Keds window contest. The “phi- One of the new light-weight more quickly than for many years, “for 





losophy” behind this particular trim is 
related by Mr. Story as _ follows: 
“Some four months ago, the RECORDER 
published an item about a traveling 
shoe salesman visiting a retail store 


styles in a moire finish rubber 
foothold—handbag size. Made 
by the Mishawaka Rubber 
and Woolen Mfg. Company, 
Mishawaka, Ind. 


, 


the simple reason,” said the store man- 
ager, “that the number of tennis play- 
ers grows steadily, and these men re- 
quire a good canvas rubber soled shoe 
to meet their footwork requirements.” 
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No. 920% $3.50 


Men's Black Waterproofed Chrome Outdoor Range- 
ley Moccasin Slipper, Single Sole, Spring Heei. In 
Stock: 6 to 11, EE. 

No. 900—As 920% except without 


BOTS ceccccccccscccesescecccces $2.65 








ae ‘ Stock: 6 to 11, DE, vow | Fall Hunting 
Fall Fishing 

Fall Camping 

Fall Golfing 


All combine to make 
Fall one of the Big- 

. Women's Pearl Elk Oxford Moccasin, Black Elk 
gest Selling Seasons Panel a Back Stay, Gristle Sole. In Stock: 2% 


to 8, C-D. 





No, 622-W $4.75 


No. 4629 87.60 


Men’s Genuine Brown Zug Scotch Grain Oxford 


Moceasin, Extra Heavy Leather Sole with Spikes, 
to 11, D. of the Year for 


Patented Two-Way Seam. In Stock: 6 


BASS OUTDOOR 
FOOTWEAR 


A few of the Lead- 

ing Bass In-Stock 

Numbers are Shown 
on this Page. 


Check over your 

Stock and Make Sure 

You’re Ready for 
Fall Business. 


ALL STYLES 
IN STOCK 
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SHOEMAKERS 
SINCE 1876 


ESTAR EASING Scieteetinens 








IN-STOCK CATALOG 





No. 4876 $10.25 AND PRICE LIST 
Men's Cevsinge Wateredeeted, a =~ Oo sent 6n request. No. 3807 $12.50 
Fated —e Rangeley ee. "hens of ’ wre Men's Chocolate Waterproofed Chrome Veal, 16- 
Waterproofed Usper Leather. In Stock: 6 to 11, Write for it Today to inch Improved Woc-O-Moc. Full Bellows Tongue, 
EE. DEPT. B. Double Hand-sewed Vamp, Double Leather Sole, 
Also stocked in 5. and 10-inch heights. a. yx-1 te” ween Upper Leather. In 


G. H. BASS & CO. WILTON, MAINE 
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Salesmen Help Move Shoes from the Shelves 
as Well as Onto the Shelves 


H. F. Eldridge, sales promotion and advertising man- 
ager of the Hamilton-Browr Shoe Co., Boston, suggests 


to merchants: 


**To Move Shoes”’ - 


I—YOU SHOULD 


A—Plan your purchasing so as to eliminate duplication 
of style, “odd lots” and a mixed stock. 

B—Establish personal contact with those houses that 
have a definite proposition which reaches the buy- 
ing public through your store. 

C—Create confidence by the quality of your merchan- 
dise and adopt a price policy not subject to fiuctua- 
tion merely to undersell your competitor. 


II1—Your customer must sense an individual interest in 


solving his shoe problems. 


11I—Under modern competitive conditions you can build 
your success on lines of merchandise which are 
linked with your store exclusively. You must carry 
out the idea of individuality at all times. 








) Paphos MURPHY, who for many 
years, traveled the Southeastern 
Coast for Alfred J. Sweet Co., now 
represents the Ault-Williamson Shoe 
Co. of Auburn, Me., in his old terri- 
tory. Mr. Murphy is a member of the 
Boston Shoe Travelers’ Association. 





H M. PULKER, known as Bert 
¢ Pulker, to a wide circle of the 
shoe trade, and formerly with Howard 
& Foster Co., recently became con- 
nected with the O’Donnell Shoe Co. of 
St. Paul, Minn., as special salesman 
to carry the La France line of women’s 
shoes, recently bought by the above 
company, and which were formerly 
made in Lynn, Mass. Mr. Pualker is 
very enthusiastic over his new venture. 





To FEELEY has returned to the 
representation of his old house, 
the W. L. Douglas Co. He represented 
this concern ’way back in 1911, and in 
the meantime represented the Racine 
Shoe Mfg. Co., and later Fiebrich-Fox- 
Hilker Shoe Co. He will cover Wis- 
consin, North Dakota, Minnesota and 
the Upper Peninsula of Michigan. Of 
recent years, he has made his home at 
Los Angeles, but will eventually move 
to Minneapolis, so as to be near his ter- 
ritory. Mr. Feeley is a member of the 
Northwestern Shoe Travelers’ Associa- 
tion. 


“"T RAvEiane salesmen of the Sel- 
by Shoe Co. held their semi-annual 
sales conference. at Portsmouth ard 
Ironton, Ohio, recently. The salesmen 


were shown the new samples and were 
enthusiastic over the business outlook. 
The morning session was held at the 
Portsmouth Country Club when the 
question of advertising was discussed 
by M. L. Pernice of the Proctor-Collier 
Co. of Cincinnati and R. G. Phillips, 
advertising manager of the Selby Co. 
The afternoon session, following a 
luncheon at the club, was held at the 
Selby plant at Ironton.and was in 
charge of N. B. Griffith. This” session 
was devoted to the Iris line of shoes 
produced by the Ironton plant. The 
salesmen also stopped at the Selco 
Park to see recent improvements made 
by the company at that resort. Dinner 
was served at The Oaks. The sales- 
men left for their territories imme- 
diately following Labor Day.—UTPS. 





ACK DAVIS, a_ well-known shoe 

salesman in the Middle West, now 
representing the Excelsior Shoe Co. of 
Portsmouth in Texas territory, visited 
Columbus recently to renew acquaint- 
ances and visit relatives. He was for- 
merly a salesman for the Davis Shoe 
Co. of Portsmouth.—UTPS. 

AMES T. CLARK, who for the last 

15 years has represented the Thomas 
G. Plant Corporation in New York State 
and Ohio, died in Phelps, Wis., on Aug. 
31. Mr. Clark started his shoe career 
with Winch Bros. Shoe Co.. whom he 
represented for a number of years be- 
fore joining the Plant sales staff. Mr. 
Clark was a member of the Rochester 
Association of Traveling Shoe Sales- 
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men, and was one of the most active 
workers for the good of the shoe trav- 
eling fraternity. He will be missed 
from the meetings of the R. A. T. S. S., 
which he attended regularly. A dele- 
gations from the R. A. T. S. S. attended 
the funeral. Mr. Clark is survived by 
two daughters, a sister and two broth- 
ers. 





HARLES GILES, who formerly 

represented the Rice Shoe Co. of 
South Braintree, now sells the line of 
the Conrad Shoe Co., from Chicago to 
the Pacific Coast. He was formerly a 
member of the firm of Donovan & Giles 
and was also with the F. M. Hoyt 
Shoe Co. 


ERT GLIDDEN, until recently with 

Wm. G. Dodge Shoe Co., is now 
representing Dodge Bros., Inc. of New- 
buryport, Mass., in the larger cities 
of the eastern and central States. 





Dave Walker George Rule 


AVE WALKER is one of the F. 

Mayer Shoe Co.’s salesmen. He 
made his “Third Home Run” for a re- 
cent week in “The Base Ball Game” 
reported each Wednesday in “The 
Martha Washington Merchandiser.” 
Dave made a “clean sweep” in and 
around Los Angeles. “He raised his 
batting average by bringing in a cou- 
ple of three-baggers and double, and 
one clean, far-riding home run,” says 
the report from Sales Manager Hugh 
M. Crull. George Rule is the new rep- 
rescntative for Barlin Bros. of Brook- 
lyn. He represents this concern in the 
territory from Denver west to the Pa- 
cific Coast.. His. headquarters are at 
the Lankershim Hotel, Los Angeles. 
He is now on the road, he writes, with 
the fall line of Barlin Bros.’ “smart” 
turn shoes. 
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NLY PART OF YOUR BODY 
BE FITTED PERFECTLY" 


Nothing like a brand NEW idea to build sales! 


ADIO—only five years old-—nearly $1,000,000,000 business 
last year. Automobiles—a new model every year. And now 
a NEW shoe for men—Footsavers. 


Is there profit in selling Footsavers ? 


Ask any of these stores now selling Footsavers. They will gladly tell you 
the actual selling facts of Footsavers for men. And each store is an out- 
standing retailer of men’s shoes. If you want greater profits, write the 
store you know best—but write today. 


Hasting’s . - «© « «+. San Francisco, California 
Young Men’s Shop . ° - . « « Washington, D. C. 
Burdine’s .. . .- : Miami, Florida 

George J. Marott . . . . Indianapolis, Indiana 
PS gt cy gw Portland, Maine 
Godchaux’s te oe . « New Orleans, Louisiana 
Moseley’s . . - «+  « Boston, Massachusetts 
Nebraska Clothing Company - « « « Omaha, Nebraska 

A.E. Burns Company .. . . Detroit, Michigan 

L.S. Donaldson . . . . . +. +. Minneapolis, Minnesota 


If you wish, we will gladly send 
you complete information about 
Footsavers for men. What do you 
wish to know? Spend sixty sec- 
onds on this coupon. It will pay. 


Women’s Footsavers are manufactured 
by Julian & Kokenge Company 
Cincinnati, Ohio 





MADE BY THE MAKERS OF BOSTONIANS—SHOES FOR MEN 











ra) Please send me 
fl complete infor- 
| mation about 
| Footsavers for 
men. 








THE ONLY SHOE WITH THE SAVING Vv" 





COMMONWEALTH SHOE & LEATHER CO. 


F © 2 u > -_ A Vv E R S | WHITMAN, MASSACHUSETTS 
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D. REVIS of 
* Chatta- 
nooga, Tenn., one 
of the most pop- 
ular young men 
in the South- 
land, recently 
joined the sales- 
force of the Wise 
& Cooper Shoe 
Co. of Auburn, Me. 
Mr. Revis_ will 
travel Tennessee, 
Louls Alabama, North 
and South Caro- 
lina, Georgia and Florida for his new 
connection. He visited the factory in 
the Pine Tree State late in July, is now 
working his territory intensively, and 
is sending in a very nice volume of 
business. Although young in years, 
this young chap of fine personality has 
made a very creditable beginning. He 
covered the trade in the above-men- 
tioned section of Dixie for a number of 
years, prior to his present affiliation 
representation, and is held in very high 
esteem by all of his many friends in 
the South, both customers and travel- 
ing men. 


D. Revis 


TATE fair attractions at Columbus, 

Ohio, accounted for the recent visit 
of Fess Kincaid, a retail shoe mer- 
chant at Crooksville, Ohio, operating 
under the name of Kincaid Bros., and 
Charles L. Greenbaum of Waverly, to 
J. J. Kaltenbrun, who covers Ohio for 
the Charles A. Eaton Co.—UTPS. 


ARRY I. STRANDHAGEN, vice- 

president of the Chicago Shoe 
Travelers’ Association, is now repre- 
senting the Solitaire & Furmoto Co. 
He will make his headquarters in New 
York and will cover a wide range of 
territory selling the product of his 
house, which is a cleaner for all glazed 
surfaces, including white kid shoes. 
Mr. Strandhagen formerly represented 
the John Pilling Shoe Co., in Chicago 
and surrounding territory. He says 
that he will retain his affiliation with 
the Chicago association. Mr. Strand- 
hagen is chairman of the entertainment 
committee of the Chicago Shoe Travel- 
ers and has alwavs succeeded in get- 
ting a lot of “kick” out of his work 

his contacts with the trade. He 
has a splendid personality. His motto 
is “A smile will always help you and 
your fellow man along the way.” 


Herman G. Sie- 
grist, sales man- 
ager of The Spe- 
cial Shoe Co., 
writes that he is 
conductinga 
“champion- 
ship baseball 
campaign con- 
test” which is 
rolling up good 
shoe selling 
scores for his 
men, and which 
has created a 
tremendous 
amount of inter- 
est among the members of the Special 
Shoe Co.’s salesforce. Sales Manager 
Siegrist reports: “Heavy hitting is the 
feature of this contest, and the boys 
are knocking the ball all over the lot 
and over the fences. A. L. Friedman 


Herman CG. Siegrist 


is hitting them nee in Western Penn- 
sylvania. . Penniman in Illinois 
is running a sed close second, there 
being only a few points difference in 
the batting averages of these two play- 
ers. H. G. Sanders out in California, 
W. F. Hackler in West Virginia, and 
Dick Hock in Ohio, also are connecting 
—~ and hitting that ball far and 
wide.” 


H. ELLICE, who represents 
* the H. C. Godman Company of 
Columbus, Ohio, in New England, re- 
cently writes that his house is putting 
on three additional men to assist him 
in handling the sales in his territory. 
Harry M. Hedden, who represented the 
A. W. Smith Shoe Co. for 15 years, 
will cover Connecticut and Rhode Is- 
land; William S. Wood, who was with 
A. W. Smith Shoe Co. for six years, 
will cover Maine, New Hampshire and 
Vermont. W. J. Walsh, who was as- 
sociated with Endicott-Johnson Corpo- 
ration for three years, will cover Met- 
ropolitan Boston and Massachusetts. 
These men will sell stock shoes only. 
Mr. Ellice will still continue to call on 
the trade in New England with the 
complete line, soliciting business on 
shoes made to order only. 


M. McNAUGHTON travels the 
* Pacific Coast for the Eby Shoe 
Co. Mr. McNaughten, with all the 
other Eby Shoe Co.’s salesmen, are now 
working their territories intensively, 
and are reporting a good business on 
this line for the young folk. They say 
that one of the brand new features of 
their growing girls’ line is a covered, 
styleful heel, whereas formerly the low 
heel only was made. 


S. SMITH, who covered North 
¢ Central Illinois for the Peters 
Branch of the International Shoe Co., 
died recently. He had been with this 
house for about a year. Prior to that, 
he traveled out of Chicago for the 
Converse Rubber Shoe Co. Mr. Smith 
was a man of splendid personality and 
character, and leaves a large circle of 
friends to mourn his passing from 
among them. He is survived by a 
widow and four children. 


G EORGE GREGORY, stockholder 

and member of the board of direc- 
tors of P. Sullivan Shoe Co., Cin- 
cinnati, calling on the trade _ since 
right after Labor Day with the new 
styles in his line which he has de- 
signed. He is arranging to visit all of 
his country-wide circle of friends, go- 
ing as far westward as the Pacific 
Coast, and says that he is anticipating 
making one of the best and most suc- 
cessful trips that he has ever enjoyed, 
after his splendid vacation. Mr. Greg- 
ory’s cousin, Frank Throop, owns a 
camp consisting of several cottages on 
Big Lake near Grand Lake Stream, 
about ten miles from the nearest rail- 
road station at Princeton, Me., and 
here he and his family have been sum- 
mering. 


D. SCOTT, salesman for Endicott- 

4e Johnson Corporation for the last 

16 years, has been appointed district 

sales manager for the Southeastern Di- 

vision. Salesman Scott has covered 

territory in and around Nashville for a 
number of years. 
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Buckman, as ae 

he is known to a 
wide eircle of 
friends in his ter- § 
ritory of Washing- "= 
ton, Baltimore and 4 
Maryland, recently 
joined the sales 
force of The Ham- 
ilton - Brown Shoe 
Co., Boston. Smil- 
ing Jack previously 
ran the Washing- 
ton Findings Co., 
and has been con- 
nected with the trade in his present 
field of action practically ever since he 
was a boy. He has a very fine sample 
room in the Stewart Building, Wash- 
ington. Former Credit Manager F. H. 
Hogan, who has been cooperating 
closely with the Hamilton-Brown deal- 
ers in Maryland, New Jersey and Vir- 
ginia, recently met Mr. Buckman, and 
reports that he is very much pleased 
with the new H.-B. Co. salesman. 


S MILING Jack s* 


Smiling Jack Buckman 


(CCSASLES CARROLL, who had rep- 
resented the United Shoe Machin- 
ery Corporation in Ohio for the past 
twelve years, died recently after a two 
days’ illness. He was 47 years old. 
Mr. Carroll was a musician of note, 
and in addition to selling shoes also 
played in the National Guard Band. 
He leaves a wife, a daughter, and four 
sons. 


PHILLIPSON of the firm of Phil- 

¢  lipson-Lockwood Co., Long Island 
City, makers of women’s fine shoes, re- 
cently left the factory on a trip to the 
Middle West. He will visit the trade of 
Chicago, Detroit, Milwaukee, Pittsburgh 
and other large cities. This concern has 
recently opened an office at Room 438, 
Marbridge Building, Thirty - fourth 
Street and Broadway. 


J W. GOEBEL, 
* who represents 
the Richards & 
Brennan Co. of 
Randolph, Mass., 
in the Middle 
West, left Chicago 
recently to cover 
the principal cities 
in his_ territory. 
Mr. Goebel reports 
having a very suc- 
cessful fall  sea- 
son’s trade and 
says that oxfords 
in sport effects 
have been strong features in his line 
during the past summer. John W. or 
Jack Goebel was long known as one 
of the trio, composed of the late Jim 
Sheridan and P. Cogan, who traveled 
together for the old firm of P. Cogan 
& Sons, formerly of Stoneham, Mass. 
Jack has always made his home in 
Chicago. He belongs to the active 
salesmen’s group from that city and is 
a man of much energy and enthusiasm. 
He formerly made the Richards & 
Brennan Co.’s line his side proposition, 
but now has placed it in major posi- 
tion, concentrating all of his selling 
efforts on it. He has always made the 
large cities of the Northwest, includ- 
ing Chicago. 


John W. 


Goebel 
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Menihan’s In-Stock Department 


You can’t make money on shoes that you need but haven’t. But you can make money and have the shoes that 
the public wants if you buy from the Menihan Stock Department. 


Every number is In Stock ready to be shipped ta 
Every style is the Menihan answer to present 
popular demand. 


JANET Spceial Process 
8- gy Velvet with rrr - 


CRICKET 
8B-969—Brown 
— Trim, 


Special Process 
Velvet with rown 


22/8 Heel, Medium BA 


ANET Special Process 
8- gs Velvet lack 


Sat sh 65 
15/8 Spanien Heel, Medium Round Toe 


VER Special Pr roneee 

B- pet Black Calf with a> 
Patent trim $4. 3 
-968—Patent Leather with Black 
Pettipoint trim $4.75 

Medium 


ACE Ss 
B-101—Patent Leather 
Medium Toe 


Round Toe 5 
B-980—Black Velvet with Black Satin 
22/8 Heel, Medium Round Toe.$4.75 


zo ro 
8-989—Patent Leather 4.75 
B-990—Gun Metal 
B-993—Black Su 


B-928—Patent with Light Black Calf 
22/8 Heel, Medium Round Toe.$4.85 
B-929—Black Brocaded Satin with 
Satin 19/8 Heel. Mets 


Medium Round Toe 


COL Special ys 


INA pe 
B-925—Patent Leather with 
tion Cut Steel Buckle 


Special Process 
$4.65 edium Round 


IMP 

B-924—Patent Leather 

8-926—Black Velvet 
Medium id 


oD ‘ Special Process 
Leather with Black 


idle $4.85 
B- 916—Black Calf with Black — 
point Sad i $4. 


B-983— —Patent 


th 
Combination — 


EGENT 
3672—Patent 
19/8 Heel, 


R 
B- 8 
Round Toe 22/8 Heel, Medium Round T 





SIZES AND WIDTHS 


B owccccceeee 3% to 8 
C ccocvccccccced to 8 


BM coccceeed 
Twenty-five cents additional for orders of less than three pairs. 
Terms Net 30 Days 


THE MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN—ROCHESTER, N. Y. 
Makers of Menihan Arch-Aid Shoe. 
Write for Agency Proposition. 











4.6 
Bow, Medium 


Satin 
— Black om 
Inch Heel, Round 


-—Patent Leather 
Medium Round 


CLARE 

B- a Yeoest.. 

B-919—Pa 

B- $20—Black 

14/8 Spanish Heel 
Toe 


ome hat 
+ $4.25 


CLARE 

B-226—White Satin 
B-285—Silver Kid 
15/8 Spanish Heel, 
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ivan allinies Good F all 
Trade Ahead 1 in Ohio Sections. 


Sheridan Tells Merchants 
Best Business Since De- 
flation Is Portended 


CoLUMBUS, OHIO (UTPS) —George 
V. Sheridan, Executive Director of 
the Ohio Council of Retail Mer- 
chants with which the Ohio Valley 
Retail Shoe Dealers’ Association is 
affiliated, in a recent bulletin to re- 
tailers in the State sounds a note of 
optimism and predicts an unusually 
brisk fall trade. The bulletin is de- 
signed to bring retail merchants to 
the realization of their responsi- 
bility and to prepare them for the 
expected rush. Among other things 
Mr. Sheridan said: “Regardless of 
the ‘presidential year’ bugaboo, 


about every factor upon which mer- | 


chants rely for advance trade prog- 
nostications indicates that retail 
business in Ohio for fall months will 
be the best in recent years—and 
probably the best since the post-war 
deflation period. 


“Department and chain store ex- 
ecutives, operating in our larger 
eities have increased their fall 
stocks to an unusual extent and 
starting with September are 
launching selling campaigns far 
more energetic than last year. 

“The unusual factor, however, is 
the marked improvement of the 
retailer’s position in the smaller 
cities and towns. Our field repre- 
sentatives report that with few ex- 
ceptions small town merchants, 
discouraged by metropolitan and 
chain store competition of recent 
years, are sensing and preparing 
for the unusual fall volume. 


“This is indicated by a State-wide 
wave of store improvement and beauti- 
fication, which is apparent even to the 
casual tourist. 

“Marked improvement in industrial 
employment in the cities, which started 
in June, and good crop conditions are 
the main factors in the up-turn. The 
August improvement in collections in- 
dicate the better buying position of the 
public. 

“There is a general feeling through- 
out the State that the closing months of | 
1928 offer almost unparalleled oppor- 


tunities to the retailer who is prepared | 





| Getting the Boys 
with Free Airplanes 


Duluth, Minn. (UTPS) — The 
Clark Shoe Co., 16 First Avenue, 
West, took advantage of the ap- 
| proach of school days to interest 

the boys in an ingenious manner. 

An airplane made by Wright 

Bros. was given free with every 
| pair of boys’ shoes sold, and also 
| of girls’ shoes. “See it do the 

straightaway, loop the loop, tail 

spin or barrel roll,” was the sug- 
gestion advertised, something the 
| boys at least couldn’t resist. 








to meet the public’s demand for mer- 
chandise and who is not afraid to put 
real steam behind the September-Oc- 
tober selling promotion.” 





Watters-Stetson Open 


BUFFALO, N.Y.—The Watters-Stetson 
Shop, operated by K. W. Watters & 
Son, opened last week in the Hotel 
Statler. Trade the opening week was 
very satisfactory, according to the 
management. Earl Chamberlin, a man 
who is well acquainted with the high 
grade trade in the city, will be in 
charge. The new shop has a distinct 
novel treatment in both window and in- 
terior arrangement, so is creating con- 
siderable favorable comment amongst 
the pubing public. 








Fred Hohlt Injured 


St. PAuL, Minn. (UTPS)—Shoe men 
have just become acquainted with the 
serious condition of Fred A. Hohlt, shoe 
department manager of the Emporium 
store for many years. He was injured 
some time ago in an automobile acci- 
dent on East River Road, Minneapolis, 
when the car overturned. He was 
taken to Asbury Hospital, Minneapolis, 
and surgeons are not yet able to tell 
sust what. will be the outcome of in- 
juries to his back. 


Manuel in New Job 


BuFFALo, N. Y.—W. R. Manuel, for- 
merly manager of the Sterling shoe 
| store in Washington, D. C., has been 
transferred to the home office here. 
| His new job is head of the window de- 
partment of all the Sterling stores. 





EVERY WEEK 






Boston Shoppers 
Prefer Brown Tones 





Inducements” Used _ to 


Stimulate 


“Special 
Trade 

Boston, MAss.—The retail shoe busi- 
ness of this city during the past two 
weeks has been brisk. The public is 
choosing many browns. This color 


| preference is true in the case of men’s 


| ported as 60 per cent of dark tan; 


selections, as well as those of women 
and children. For instance, at several 
of the high-grade, exclusive shoe stores, 
the buying of footwear by men is re- 
in 


| other stores, the men’s color demand is 


| tan to 50 pr cent of black. 





reported as about 50 per cent of dark 
Merchants 
interviewed think, however, that men 
will swing over to a larger percentage 
of black shoes with the cooler weather. 

In women’s shoes, dark brown 
suedes, with reptile trims, and all-over 
alligator shoes, are among the favor- 
ites. 

One of the marked buying trends of 
the past few weeks is the solid color 


“craze” in men’s golf hosiery. This is 
especially true in the higher-grade 
stores. Managers interviewed say that 


the men folk of this community have 
been getting away from novelty num- 
bers and are specifying plain effects 
for sports’ stockings. A popular seller 
in men’s golf hosiery is a monotone 
wide ribbed beige wool, with turn-over 
cuff in the same shade as the rest of 
the hose. Some extreme nvvelties are 
still sold, however, especially where 
they are strongly featured. 


Some of the chain stores are 
offering “special inducements” to 
buy. For instance, the Douglas 
stores in this city are giving a 
knife with every pair of boys’ 
school shoes that they sell. The 
local Regal Shoe Stores are offer- 
ing to have made up to order a 
pair of riding boots at the price of 
its regular street shoes—$6.60— 
providing that a pair of street 
shoes is bought at the same time. 
It was reported that this combina- 
tion offer has been a real sales 
stimulator. 


One of the marked tendency in men’s 
shoe selections reported by retail 
stores is the English last. In one 
men’s shoe department catering to the 
young man, a black shoe, with nar- 
rower toe than that of last season, and 
with smooth-fitting shank, is reported 


as one of the new and popular num- 
bers. In women’s lines, retail shoe 
| merchants renort that midnight blue 
| kid straps, with lizard trims. continue 


to hold their popularitv; there is also 
some buying on the dark green and 
wine-colored suede ties, step-ins, and 
straps. 
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WARNING. 


To Shoe Manufacturers 





Webster’s definition of a Parasite:—‘A 
hanger-on, a plant or animal living on some 
other living organism at whose expense it 


obtains food and shelter.” 











the “SWANKY BOOT.” 


We are informed that an effort is being made by certain fac- 


tories to copy the 1928 edition of this “SWANKY BOOT.” 


We want it known throughout the entire trade that application 
has been filed with the United States Patent Office to protect 


the construction and design of this boot. 


Any infringement of same will be vigorously prosecuted. 


JOHNSON STEPHENS & SHINKLE 


MAKERS OF “FASHION PLATE” SHOES 


Wonderful Shoes Sr Wonderful Girls 


ST. LOUIS, U.S.A. 


ACKNOWLEDGED LEADERS IN STYLE SHOES TO RETAIL AT MODERATE PRICES 


Johnson Stephens & Shinkle Shoe Co. are the originators of 











= 
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* store there. 
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Suedes All the Way 


Buffalo, N. Y.—“Suedes, more 
suedes, and still more suedes,” is 
the city-wide answer to “What 
has proved to be the best seller 
during the first weeks of fall sell- 
ing?” Black suede first, patent 
second, brown suede third, and 
blue kid fourth, is the way most 
| of the better stores line the situ- 
| ation up. Lizards are only fair, 
| with no action worth mentioning 
; on the imitations. 
| The richer colored tans in 





men’s shoes are selling much bet- 
ter than the pre-season dope in- 
dicated. As a result, some of 
the merchants are strengthening 
their lines of tan shoes consider- 
| ably. 





The Real Article 


Brought Business 


Boston, Mass.—Al Siecol, manager 
of the local John Irving Shoe Store, 
increased his business during a recent 
week by over 50 per cent through an 
early fall and novel showing of not 
only genuine alligator shoes, but the 
genuine, living alligators themselves. 
Mr. Siecol cleverly utilized one-third 
of one of his plate glass windows on 
Washington Street for the display. The 
reptiles were separated from the rest 
of the window by an old rose curtain 
not higher than a foot, so as not to ob- 
scure the display of the other shoes. 

Eight pairs of Cuban-heeled straps 
and ties in alligator shoes were shown 
on pedestals and at their “feet” was a 
tiny replica of a tropical river bank, 
with small logs and grass rugs. The 
alligators were youngsters, measuring 
only 10 inches and 14 inches each, and 
spent their time either in a shallow 
glass globe filled with water, or 
stretched full length on the logs or 
grass. 


The alligators were obtained by 
Mr. Siecol from the curator at the 
local aquarium, who gave instruc- 
tions as to their care, and were 
returned after their seven days’ 
shoe store visit to their former 
“home.” 


Three large skins of full grown alli- 
gators were shown in the window, 
while another mammoth skin was used 
for inside display. A little paper ar- 
row on each shoe, pointing to the rep- 
tiles; contained the wording, “genuine 
alligator.” 

The “stunt” was unique and yet one 
that might be easily copied by the 
small merchant having only a limited 
amount of window space. 


New Kinney Manager 


St. Pau, Minn. (UTPS)—Herman 
J. Schmidt is to manage the G. R. Kin- 
ney Co. store at 375 Robert Street. 
Formerly he was assistant manager at 
the Fifth Street store but went to Eau 
Claire. Wis., to manage the branch 
He now returns as a St. 
Paul manager. He has been with the 
company eight years. 





New Venture Gets Auspicious Start 











NEw YorK, N. Y.—Only 
a few weeks old, the first 
exclusive “Foot - Saver” 
shop to be established in 
New York is doing a big 
business. The store was 
opened late in August by E. Harris, 
Inc., at 26 West Thirty-ninth Street. 
Both men’s and women’s “Foot-Savers” 
are handled. Carl Lazan, formerly in 
charge of the High Arch Shoe Shop on 
Thirty-ninth Street, is the manager. 
“National advertising and word of 
mouth advertising by satisfied custom- 
ers,” said Mr. Lazan, “have developed 





Interior and exterior views 
of the first Foot-Saver 
Shop in New York 






a big demand for Foot-Saver shoes in 
New York and has warranted the open- 
ing of this store which handles them 
exclusively.” 

The new store is attractively fur- 
nished, as shown in the photograph, 
and special window displays are being 
installed by an expert window deco- 
rator. 





35th Anniversary 


MoBILE, ALA.—The Simon Shoe Co. 
celebrated its thirty-fifth anniversary 


ion. A reception was held all the week 
with Sidney B. Simon doing the honors 
of the house in true Southern fashion. 
This warm invitation was sent to all 
the friends of the store: “The week of 
Sept. 10, 1928, Simon Shoe Company 
celebrates its thirty-fifth anniversary. 
We appreciate your past friendliness 
and cordially invite you to visit us on 
this occasion at our home, corner 
Dauphine and Conception Streets, Mo- 
bile, Alabama.” 





Stansifer’s Booterie 


Shows Big Increase 


LEXINGTON, Ky. (UTPS)—Stansi- 
fer’s Booterie shows a 40 per cent in- 
crease in business over the same pe- 
riod of last year. With the opening of 


started off very favorably for fall sea- 
son, W. Frank Whatley, manager of 
the store, said. 

This store finds it very advantageous 
to employ two college men for afte~- 
noon and Saturday work in the store. 
These men work on a straight 6 pe’ 
cent commission. 

The entire front of this store has 
been remodeled. New wrought iron 
wall lights, textone panels and ceilings, 
marble block effect floors, decorative 
wrought iron grills in high colors cov- 
ering the back glass of the windows, 
all present a very artistic and modern 
store front. New velvet carpets in 
wine and black futuristic effect are be- 
ing laid. 

Reptile skins are meeting with much 
favor, including snake, lizard and alli- 
gator in brown. Suede and kid in black 





and brown are going well. 


this week in a most appropriate fash- | 


| by the first of September. 


| 
| 


| moved the last of them. 





New Styles on Sale 


in Cincinnati Stores 


CINCINNATI, OHIO0O—Quite a few 
calls came in for fall footwear during 
the last two weeks of August and the 
new styles were in fairly good demand 
A majority 
of the stores will have fall openings 
the second and third weeks of Septem- 
ber and several plan to show their 
shoes on live models. 

Very few whites are being carried 
over and one retail merchant did not 
have a pair left. Sandals were in 
demand all summer and clearance sales 
Some stores 
over-bought on straws and fabrics and 


| had some of these to salt away for 


next year, also a sprinkling of colored 
kids were left but merchants expect 
calls to come in for these all through 


| fall. 
Burgundy red and dark blue are 
|among the best early movers at 


schools and universities business has | 





Pogue’s and bottle green kid is getting 
lots of calls. Blue suede and suede 


| and kid combinations are fair, F. H. 


Rasmussen, shoe department manager, 
reported and lizard, both plain and 
Java is getting a fairly good start. 
Sales at Pogue’s for the month of 
August were 25 per cent better than 
those for the same month of last year 
and practically all summer footwear 
was disposed of before fall styles were 
put on sale. 

Fred Haga, manager of the local 
Queen Quality Shop, reports a large 
part of: early calls for fall shoes to be 
for blue. Kid is best, Mr. Haga says 


| and suede is fair, with combinations of 


the two very good. Some of the new 


| shades of tan and brown are moving 
| at Queen Quality and Mr. Haga ex- 

pects black satin to be good later in 
| the season. 





The popular soft 
soled, Kid D’orsay 
with satin lining 
and quilted sock. 

In Copen, Red, 


Jade and Patent 
with colored lin- 


ings. 
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The Domestic Line 
of GOLO 


Complete assortments IN STOCK 
AT INDUCING PRICES 


A complete line 
of soft sole 
jieather slippers 
in all the fav- 
ored grains and 
colors. 















































A full line of 
satin boudoirs 
in square and 
diamond quilt; 
soft or hard 
soles. 


Padded, satin covered heels, or 
new process painted heels to 
match, as shown. 
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“BIMBO” 


Black Patent Leather One- 
Strap, Pine Needle Calf 
Trim, 19/8 Covered Spike 
Heel. 190 Last. 
AAA to C Widths 

Special Make 

On n be 

furnished in 

all desirable 

combinations. 


No need to tell you 
how eager women are to 
be individual, even in 
footwear; but the point 
is, are you taking ad- 
vantage of this desire? 
You can establish 
your store as style head- 
quarters by selling the 
Independent Line—kept 
ahead of prevailing 
modes by our corps of 
Style Scouts in the 
fashion centers of the 
world. Workmanship 
and materials are of a 
standard set by our fam- 
ous Sunlight Factory. 
Turnover is rapid and 
your profit generous. A 

special representative 

will show you samples. 

Write or wire for an 

appointment. 


Independent Shoe Manufacturers 


4/40 Washington Ave Saint Luit Mirrourt 
> 49 


Om —— 
High Grade Novelties 
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The Trend of Hide Prices 





Packers 
Heavy 
Native 
Steers 


Week 
Ending 


Packers 
Branded 
Cows 


Packers Packer 
Heavy and 
Texas Country 
Steers Calf Skins 





i4 

2214 
24 

241%, 
24% 
2414 
2314 
231% 
2314 
24 

244, 
241% 
2214 


Aug. 

Sept. 1 

Sept. 

One year ago... 











12 
22 
234 
24 


24 
24 
22% 
22 
22 
22 
22 
221% 
21 


-17 
-30 
-31 
-3142 
-31 
-30 
-30 
-30 
-30 
-30 
-30 
-30 
2034-24% 


13% 














Bates’ Home Trade Store 


to Open Uptown Branch 


MINNEAPOLIS, MINN. (UTPS)—The 
Home Trade Shoe Co., the largest re- 
tail shoe store in the city, about Oct. 1 
will open a branch store at 924 Nicollet 
Avenue. This is being done at the re- 
quest of customers who find an uptown 
location better for trading. The main 
store is at 217-223 Nicollet Avenue. At 
the start only women’s and children’s 
shoes will be sold. Quality, values and 
service will be the same standard as 
that maintained at the parent store. 

It is an interesting fact that it is 34 
years since Bates opened the 
Home Trade Shoe Store business at 
the situation it still occupies. He be- 
gan business with the one idea of sell- 
ing shoes on a strictly cash basis with 
the smallest possible overhead. Mr. 
Bates’ creed is to give the customer 
painstaking service with the best pos- 
sible values. The business has reached 
$1,000,000 annually. 

One reason for the success of the 
Home Trade Shoe Co. is said to be 
that Mr. Bates always has the 
closest personal interest in the wel- 
fare of his help. Today about 75 
per cent of the people in the Home 
Trade service have been with the 
company from 5 to 30 years. 


Open New Department 


MINNEAPOLIS, MINN. (UTPS)—W. 
L. Douglas Shoe Co., 30 Sixth Street, 
South, on Sept. 8 opened a new depart- 
ment for women’s shoes. A fall style 
opening was announced for that day. 
This is the newest addition to the store 
on Sixth. Women’s shoes are carried 
in stock in the store at 309 Nicollet 
Avenue. 


New Arch-Aid Shop 


New YorkK—The second Arch-Aid 
Shoe Shop in New York City was 
opened Sept. 11 at 48 West Forty- 
seventh Street. Another Arch-Aid shop 
has been in existence for some time at 
38 West Thirty-ninth Street. 








They Want to Know 


Merchants ask us where to buy 
shoes and other store merchan- 
dise. In this space we list the fol- 
lowing typical inquiries: 

H-1388 Wants women’s black calf 
riding boots to retail about 


$14. 
H-1389 Wants men’s white canvas 
high shoes in medium prices. 
H-1390 Wants misses’, growing girls’ 
and children’s high grade Mc- 


ys. 

H-1391 Wants men’s buttoned shoes. 

H-1392 Wants men’s welt shoes from 
stock to retail $3. 

H-1393 Wants children’s orthopedic 
arch shoes, all runs of sizes 
including first steps. 

H-1394 Wants a 
women’s $3.50 shoes. 

H-1395 Wants childrens’ shoes to re- 
tail $1.98; boys’ shoes to re- 
tail $2.50 to $2.98; men’s and 
women’s shoes to retail $3 
and $4 in quantity lots. 


Interested parties may have 
names on request to Information 
Department, Boot and Shoe Re- 
a 80 Federal Street, Boston, 

ass. 


line of men’s and 








New Fort Worth Store 


Fort WortH, Tex. (UTPS)—A new 
shoe store has opened here, as a 
department in the new ladies’ apparel 
shop of S. and H. Sankary at 907 
Houston Street. The shop is known as 
La Rose Marie. A pair of silk hose or 
Indian moccasins with each pair of 
shoes purchased marked the opening 
day. One price—$6—has been estab- 
lished in the shoe shop. 


Howard Now Manager 


CoLUMBUS, OHIO, Sept. 3 (UTPS)— 
After having svent a larger part of 
his 17 years in which he was in the 
retail shoe business, in the Z. L. White 
Co., large Columbus department store, 
J. E. Howard has been made manager 
and btyer in the women’s and chil- 
dren’s shoe departments in that store. 








Twin City Merchants 
Capitalize State Fair 


Feature Ad and Display Campaigns 
During Event 


MINNEAPOLIS, MINN. (UTPS)—Shoe 
stores took advantage of the visit to 
the Twin Cities for the Minnesota 
State Fair, situated on intermediate 
territory, to attract the several thou- 
sand arriving from outside points with 
advertisements and show window dis- 
plays of fall stocks. It was practically 
opening time for the dates of the fair, 
Sept. 7-8. 

Napier’s Booterie, the Standard 
Clothing House, Raleigh’s, Bjorkman’s, 
the department stores, all joined in the 
race for trade. Much publicity was 
given also to the school trade, the 
schools reopening Sept. 4, and the 
various universities and colleges to fol- 
low suit very soon. 

Schunemans & Mannheimers, St. 
Paul, featured “College Girl” shoes at 
$6.85, hi-heel and lo-heel oxfords, 
buckle pump and strap pump styles. 
This firm also made an autumn debut 
of Madelon shoes at $12.50, and Madelon 
French heel hose at $1.85 per pair with 
picot tops. 

Husch Bros., St. Paul, for one day 
only put on the annual fall footwear 
event, this year being 2400 pairs of 
new shoes in many styles and mate- 
rials, five types of heels and a liberal 
allotment of sizes. Included were sev- 
eral hundred pairs of genuine lizard 
and alligator shoes. The one-day price, 
Sept. 6, was $6. 


New $6.00 Store Open 


RICHMOND, VA. (UTPS)—The Cin- 
derella Boot Shop, the latest addition 
to Richmond footwear stores, has just 
thrown open its doors. It is located at 
311 East Broad Street, in the heart of 
Richmond’s retail shopping district. 
The Cinderella Boot Shop advertises 
but one price—$6. “The hard-to-fits 
and the discriminating will here find 
their Mecca!” says the shop’s initial 
newspaper advertisement. 


Group Resumes Meetings 


CINCINNATI, OHI0—The Shoe Group, 
a very active part of The Cincinnati 
Retail Merchants Association, will re- 
sume its regular Tuesday luncheons at 
the Cincinnati Club around September 
15. Meetings were discontinued in 
May on account of hot weather and 
vacations. F. H. Rasmussen, manager 
of Pogues’ shoe department, is presi- 
dent of the group. 


New Low Price Store 


CINCINNATI, OHIO—A new shop op- 
erating as Chester’s Shoe Store recent- 
ly opened at 606 Race Street. The 
store is owned by B. Zimmerman and 
carries a complete line of women’s short 
vamp novelties retailing at $3 to $5. 
John Harris, formerly at Zimmerman’s 
Vine Street Store, has been installed as 
manager. 
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oe or Shine . 


Where Competition is Hot 


An Exclusive Hoffert Dancing CRN see 
Shoe Agency is a Money Maker 








Le greene 7d styled tack- 
less Littleway Shoes 
—retailing at $5 and $6 


ET a line that’s as necessary as school books and —some carried in-stock. 
pencils, that is out of the ordinary, that brings This is what Atlantic 


young people in your shop. One dancing school in 
your vicinity means a profit—two offer real money— 
on the sale of Hoffert Italian Toe Slippers. We turn 
over inquiries from our national advertising to you, 
offer exclusive agency. Small investment. Write for 


makes—and sells to a 
widespread group of suc- 
cessful retailers through 
resident salesmen who 
serve their customers 


every 4 weeks. The At- 





details, 
lantic salesman will be 
See the Hoffert Italian Ballet glad to tell you the story 
—, = the new Kerry of this profit-making 
Chi nt, Tae proposition. 
icago 
Theatrical ATLANTIC 
SHOE Co. 
Shoe 
So. Boston, Mass. 
Company Paya, TL 
209 So. State St. 
Chicago, U.S. A. 








































The CAHILL CARTON CAHILL BOX MARKER 
“The Carton That Opens in the Front” (Copyrighted) 
— A VERY EFFECTIVE 


Beautiful—Convenient—Economical— 
Any size — Any 
anywhere knocked down at 
lowest freight rates. 
Cost less though made of 
better materials. Samples 





MACHINE 


For printing the stock number, 
description, size and width and 
selling price of the shoes on the 
carton or the index card for the 
Eotented Cahill carton. 

Patents PRICE, $4.00 


Pending Mailed on Approval 







color — Shipped 
















































at hy; wseegle HARRISBURG, PA. > 
x4 a | _ 
An: 2S: $2.50 
In Colors per day starts the rates at the popular Hotel 
and Black | New York Thousands of discriminating visitors to 
Greeley Boudoirs come in regularly enjoy the comfortable accommodations, 
colors an d b 1 ac k ‘ with | splendid food and the greatest 
leather or rubber heels. Convenience 
You’ll find these comfort- | offered by the Martinique—a modern, fire-proof hotel 
able house slippers in situated in the very heart of the big city. A cordial 
IN most of the stores sell- Welcome 
i i isi N York wh d 
STOCK tag dependstle dots. seatee ke Sat" withnt caerecganey? ate Hod 
Per es tay jobber cant Martinique. A. E. SINGLETON, Mgr. 
supply you—write us. H 
| otel MARTINIQUE | « »-~ | 
A. W. G REE L E Y - Affiliated with Hotel McAlpin 
Se] «12 Duncan St. - ~~ Haverhill, Mam. BROADWA Y—32nd to 33rd STS., NEW YORK CITY 
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Imported English Boots—In Stock 


The high quality leather, graceful 
lines, perfect fit and superior 
workmanship, are so outstanding 
in these English-made_ boots 
that they are at once 
recognized as boots 










B5718 


1239 Broadway 


BG781 is 17 inches high, finest quality 
tan willow calf, full calf lined. 
C 77-11%, D 5%-12. 


B5718 Imported English Riding Boots, 
Men’s A-E, 5%-12. $16.50 


BS721 vs er English Riding Boots, 
Women’s A-D, 3-8. $14.50 


COLT CROMWELL CO., Inc. 








of perfection. 


Aviator Boot 


B 7-11, 
$19.50 


Riding Boot 


Catalog sent on request. 


B6781 


New York, N. Y. 














eorwes 
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No. 622—Combination black and wine—or any 
color combination desired. ..$4.00 per pair 





No. 611—Butterfly—Combination black and 
green as shown or any combination, 
$2.50 per pair 


appreciated until seen. They are durable, beautifully finished and 
unlike any shoe ornament now on the market. 


The prices at which they are offered are extremely low for genuine 
cut steel and their coloring is a factor in this age of color. 


Send for a sample assortment, pay for what you wish to retain or 
return the entire assortment. 


IMPORTER AND MANUFACTURER OF GENUINE CUT STEEL 


1118 N. Third St., 


02 90OH Gage ISeOOIITE 
ABSOLUTELY Gers ee 
ABSOLUTELY [igen oy ¢ 

GD 4p Oe \ 
UNIQUE A 

“CHROM-ART” 
CUT STEEL 
ORNAMENTS 





No. 607—Palms—Black or ony Sone color 


background 560 per pair 


HE beauty of these genuine cut steel ornaments with their vari 
colored permanent backgrounds and unusual designs cannot be 


We will pay the charges both ways. 


S. RIVELIS 


ORNAMENTS 
Philadelphia, Pa. 
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It’s Harvest Time for Children’s 


Shoe Departments that 
use the ACROBAT 
Merchandising Plan. 


ANY merchants were not 

content with the usual 
seasonal strengthening in chil- 
dren’s shoe sales last spring. So 
they adopted the proved, sure- 
fire merchandising plan for 
Acrobat Shoes. At the beginning 
of summer they found that they 
had profited immensely. 


Let us tell you about their suc- 
cesses. Let us show you how we 
cooperate to make children’s 
shoe departments steadily more 
profitable. Write us today/ 


SHAFT-PIERCE SHOE CO. 


207 Third St. 
FARIBAULT, MINN. 


Specialists in Children’s good shoes 
for 3% years. 



















_ 





acROB4>. 
_ SHOES 


No. 1302 


1 4 new dark smoked Elk 
| ned with Log Cabin 
trim. 


In Stock: 





5-8 B-C- 
8%-12 B-C-D 





No. 1359 
Tan Army Elk, Oak Sole 
In Stock: 


5-8 B-C-D 
8%-11 B-C-D 
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FASHION TIES— 


Now Is the Time to Show Them 
OURS ARE THE KIND THAT SELL 


IN-STOCK NOW 











996—Medium Tan Calf 
994—Black Calf 


Trim to match 


A, 4 to 7; B, 4 to 7; 
0, 3 to 8; D, 3 to 8. 
a 





800—Medium Tan Calf 
801—Black Calf 


Trim to match 


4 to 7; B, 4 to 7; 
3 to 8; D, 3 to 8. 
Last, 14/8 Lea. Heels. 


A, 
C, 
252 


802—Medium Tan Calf 
803—Black Calf 


Suede trim to match 
A, 4 to 7; B, 4 to 7; 
C, 3% to 8; D, 3% to 8. 
< 250 “Last, 14/8 Lea. Heels. 
$4.85 






No. 808 


808—Medium Tan Calf 
809—Black Calf 


B, 4 to 7; Cc, 3% to 7; 
q ‘o 7. 
248 Last, 8/8 Lea. Heels. 992—Medium Tan Calf 
$4.25 993—Black Calf 
Alligator Tongue “ 
A, 4 to 7; B, 4 to 7; ‘ - 
C, 3 to 8; D, 8 to 8. \ ee 
234 Last, 11/8 Lea. Heels. nana 
$4.25 


TRED-RITE OXFORDS 
Puts Comfort in Every Step 


997—Brown Kid .#4.90 


998—Patent ..... 4.75 
960—Brown Kid .$4.90 COS—Tines NE .. 6.05 
961—Patent ..... 4.75 254 Last, 13/8 Lea. Heels. 
962—Black Kid .. 4.75 A, 4% to 8; B, 4% to 8; 
264 Last, 13/8 Lea. Heels. C, 4 to 8; D, 3% to 8; 
B, 5 to 8; C, 4% to 8; E, 3% to 8. 


D and E, 3% to 8. 


The Fastest Selling Welt Diamond Ge Samples and Catalog 


Styles at Popular 
Pri 139 Duane St., New York on Request 
aren All Factories: Brockton, Mass. 
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WHERE TO BUY 
Men’s Shoes 


























WONEST ALL 


60 STYLES IN STOCK 
EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


reel 


ORT-ARCH SHOE 



































BOSTONIANS 
SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 








NETTLETON 
Shoes of Worth 


A. BE. NETTLETON CO. 
COOK, Presiden: 


N. ¥., U. &. A. 
MEN'S FINE SHOBS EXCLUSIVELY 
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Most Factories 
Now Running 
at Capacity 


CINCINNATI, OHI0—Production has 
been slowed up at one or two local 
shoe factories but the majority con- 
tinue to run at capacity. A few will 
be able to keep up this run indefinitely 
as they have plenty of cutting on hand 
to keep them busy until winter orders 
start coming in. Most territory sales- 
men who were called in the latter part 
of August to get new samples, returned 
to their territories after Labor Day. 

Black patent orders have dropped off 
considerable in the last two or three 
weeks, manufacturers attributing the 
drop to the popularity of blue kid and 
suede. Lizard is being bought pretty 
freely at present and manufacturers 
expect this and alligator to be very 
good through the season. Orders for 
suede are fair but it seems that it is 
less popular than it was earlier. 

Wholesalers report a very satisfac- 
tory volume of mail orders to be com- 
ing in and In-Stock Departments are 
busier than they have been for some 
time. The Air Mail Shoe Company, 
an in-stock division of the United 
States Shoe Company, did a bigger 
volume of business for the first eight 
months of 1928 than it did for the 
entire year of 1927. 


Advance Shoe Co. Is 
Organized in Chicago 


CuicaGo, InuL.—Women’s “Littleway 
McKays” will constitute the product of 
the Advance Shoe Co., Inc., recently 
organized to manufacture shoes at 412 
Orleans Street, Chicago. The new com- 
pany has an authorized capitalization 
of $25,000, with the following officers: 
M. M. Brown, president; Aaron Kipnis, 
vice-president and treasurer, and A. A. 
Kotzen, secretary. Mr. Brown has pre- 
viously been identified with the Meyer- 
Rudolph Shoe Co., and Mr. Kotzen with 
the Bilt-Wel Shoe Co., both of Chicago. 
The early production will be restricted 
to a few hundred pairs a day. 

E. H. Tanner, for eleven years with 
I. Miller Shoe Co., and more recently 
active in the production of theatrical 
shoes in southern California, has ef- 
fected a new organization to manufac- 
ture ballet slippers and kindred prod- 
ucts at 141 West Austin Avenue, Chi- 


as The Professional Shoe Corporation. 
In addition to Mr. Tanner, the new or- 
ganization includes Harry Perel and 
Lee Harris. The latter is president of 
the new company as well as retaining 
the executive position with the Ad- 





vance Theatrical Shoe Co. 


| F, G. Keplinger, 





cago. The new company will be known | 





Change In Officials 
of Pontiac Shoe Mfg. Co. 


Pontiac, ILL.—A special meeting of 
the board of directors of the Pontiac 
Shoe Manufacturing Company was held 
at the offices of the company on Sept. 
1. This meeting was necess:‘ated by 
the recent death of J. Elma You:xz, 
president ard director of the company 

Dr. J. G. Young was appointed di- 
rector to fill the vacai.cy on the board. 

The following officers were elected: 
President, J. E. Legg; chairman of the 
beard of directors, F. G. Keplinger; 
first vice-president, J. A. Legg; second 
vice-president, W. E. Legg; treasurer, 
and _ secretary, 
Tanquary. 

All of the above officers have been 
associated with the company upwards 
of twenty-five years in various capaci- 
ties, and are thoroughly experienced 
and well equipped for the respective 
duties to which they have been as- 
signed. 





New England Association 
to Hold Annual Meeting 


BosTon, Mass.—The annual meeting 
of the New England Shoe and Leather 
Exposition and Style Show, Inc., which 
directs. the yearly Boston Shoe and 
Leather Fair, will be held at its head- 
quarters, 166 Essex Street, Boston, 
Sept. 19, at 2 o’clock p. m. President 
William H. Bresnahan will preside, and 
the order of business will include a 
presentation of the annual reports of 
the treasurer, secretary and commit- 
tees, also the election of a board of fif- 
teen directors, a treasurer and a secre- 
tary. The new board of directors will 
later choose a president and three vice- 
presidents. The stock transfer books 
of the corporation will be closed for the 
usual ten days prior to the meeting. 





Sees Better Trade Ahead 


CINCINNATI, OH1I0—John J. Mitchell, 
credit manager of The Charles Meis 
Shoe Company, has returned from an 
extensive road trip through Pennsyl- 
vania, Michigan, Virginia and West 
Virginia. Mr. Mitchell says that busi- 
ness conditions are not exactly as good 
as could be but he expects a better- 
ment in the near future. 


Lou Friedman on Trip 


BROOKLYN, N. Y.—Lou Friedman of 
Beker & Friedman Shoe Co., is calling 
on the retail trade throughout the 
middle west and, according to head- 
om is having a very successful 

ip. 
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F. W. Peters, Veteran 
Manufacturer, Dead 





Frederick W. Peters 


St. Louis, Mo.—F rederick W. Peters, 
one of the founders of the Peters Shoe 
Company and the International Shoe 
Company, and a member of the group 
credited with making St. Louis a lead- 
ing shoe manufacturing center, died 
at his home, 6228 Westminster Place, 
at 6.25 o’clock, Thursday night, Sept. 6. 
He was 61 years old. Mr. Peters suf- 
fered a stroke of apoplexy about four 
years ago, but apparently recovered 
from that attack. He was stricken 
again on Sept. 3, while attending a 
local movie theatre, and was removed 
to his home. Other strokes followed, 
resulting in cerebral hemorrhage which 
caused death. 

Mr. Peters, son of the late Francis 
H. Peters, was born in St. Louis. He 
began his business career as a shipping 
clerk in 1883, later becoming a shoe 
clerk. In 1892 he participated, with 
his cousin, the late Henry W. Peters, 
in the formation of the Peters Shoe 
Company. He was made vice-president 
and factory manager of the company 
which had an output of 300 pairs of 
shoes a day. The International Shoe 
Company, of which the Peters Shoe 
Company is a unit, now has a daily 
production of about 200,000 pairs. 

Mr. Peters favored the consolidation 
of the Peters Shoe Company, Roberts, 
Johnson & Rand Shoe Company, and 
the Friedman-Shelby Shoe Company 
into the International Shoe Company. 
He was active in bringing about the 
merger in 1911 and was one of its first 
vice-presidents. He retired as an offi- 
cer of the International Shoe Company 
a number of years ago. 

He was married in 1892 to Miss 
Emilie Hoegemeyer, daughter of a con- 
tractor. The widow and three sons, 
Edgar F., Raymond W. and Frederick 
C. Peters survive. Funeral services 
were held on Monday, Sept. 10. Burial 
was in Bellefontaine Cemetery, St. 
Louis. 











Factory Economies 


Bring Price Reduction 


St. Louis, Mo.—The Endicott-John- 
son Corporation’s letter to the trade an- 
nouncing a 10 to 15 cent reduction per 
pair on some men ’s calfskin dress shoes 
is being widely discussed in this mar- 
ket. Not a few conferences have been 
held and leather buyers are digging 
deep into the entire situation. Reports 
from the largest houses indicate no 
such weakening in the leather market 
as to justify a reduction. In fact, 
leather men report strength in the hide 
market with the possibility that prices 
may go even higher. This is what was 
said by a responsible official in one of 
the largest houses: 

“If we have a normal business con- 
dition this fall, and every indication 
both in agriculture and general busi- 
ness points in that direction, the best 
brains of this great organization look 
for a firming-up of prices and certainly 
no decrease in leather.” 

The chief of another equally great 
firm said: 

“Every indication in our business 
(and we are in intimate contact with 
the market), points to firm leather 
prices, with a possibility of a stronger 
market for hides and leather.” 

The E-J letter pointed out thaf he re- 
duction was based solely on factory 
economies. 

Business for August in the whole- 
sale district was spotty. Few, if any, 
gains will be shown by the general line 
houses, but the figures of a year ago 
will be almost equaled. August, 1927, 
was one of the biggest months in the 
history of the large companies. So if 
figures are not met there still remains 
a tremendous volume of shipments for 
the month in all houses. Orders are 
reported as better than the previous ten 
days. 


s 


Many Shoe Factories 
Running at Capacity 


HAVERHILL, MAss.—With the pass- 
age of Labor Day and the return of 
hundreds of vacationists, the local in- 
dustry has taken on new activity. 
There is no abatement in production, 
the factories traveling at top speed in 
getting out the fall and winter foot- 
wear. September production figures 
bid fair to equal those of July and 
August. Several firms report being 
sold up until Oct. 15, with rare cases 
of being booked to Nov. 1. The coun- 
ter, toplift, wood heel, and shoe orna- 
ment plants are also showing the same 
activity. 

Black footwear is showing stronger 
each week, with black patent, suede, 
kid, and satins prominent. All-over 
alligators are also running strong. 
Straps, gores, step-ins, sandals, ties, 
and plain pump patterns offer wide 
range of style and meet the exacting 
requirements for both smartness and 
fitting quality. Both black and brown 
suede are being used freely in the new 
shoes. The deep, rich browns are 
being worn extensively for the early 
fall and autumn. Colored suede in 
blue and green is found in the higher 
grades. Blue kid is well taken in 
some of the more fashionable lines. 












WHERE TO BUY 
Men’s Shoes 





he STEADY PROFITABLE 
BUSINESS IS WANTED SELL- 
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WHERE TO BUY 
Ballet Slippers 








Sumith 

Rights and Lert 
Two Grades 

Wos. Miss. Ohi. 

$1.60 $1.45 $1.40 

1.85 1.80 1.25 


In Stock 









wm. 
SUMNER 
SMITH 








325 West Monroe Chicago, [il 
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Im Stock Black Bai- 
let Slippers 
taster 1.26 pr. 

$130 pr 

Guilds’ i: 15 pr. 
sued. sRee SS OS, sna. 
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i oume N. ¥. 

















BALLET SLIPPERS— IN STOCK 


of the unusual kind 
B02 Bik. ye Mand Tere 


Giie’s ‘*. Ay Sia: 
Wemea't 2s — 






SCHWARTZ & Ade - 
Spectatiots in pales Manufacture 
Sif'ne 1ith St., Philadelphia, Pa./} 








BROOKS’ BALLET 
SLIPPERS 





IN STOCK 
ht and 
Te t Lasts 


No. 600—Black Kid 


Women’s Misses’ Childs’ 
$1.45 $1.40 $1.35 


White Kid—30c. extra 
Coast Prices Slightly Higher 
BROOKS SHOE MFG. COMPANY 
1725 No. 6th St., Philadelphia, Pa. 
Western Distributing Branch 
1162 So. Hill Se. 
Los Angeles, Calif. 

















DO YOU KNOW? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 
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Turn Mules and D’Orsays 


Red, Blue, Green Kid and Patent D’Orsays 
$2.85. Mules $2.50. 
*-Satin linings to match. 
Padded satin socks. 
Men’s Turn Slippers $2.35. 


THE RAYMOND FOOTWEAR 
Haverhill, Mass. 


we > - 


d 
~ 


co. 

















PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesrooms 
40-46 West 25th St., New York City 
~.° $27.00 per doz. and up 







Catalog 
sent on 
request 


HIGH GRADE TURN MULES and D’ORSAYS 











Twe Strap Sandal 


“Hand Turned” 
In Stock 

C te E—24%,-9 

No. 3-2 at $2.35 

MORAN-HERMANN- 
MeMANUS, INC. 
Auburn, Maine 














Ault-Williamson Holds 
Two Regional Meetings 





Conferences Staged in St. 


Louis and Philadelphia 


St. Louis, Mo.—The 1929 national 
advertising program of Constant Com- 
fort Shoes; the 100 per cent adoption 
of the United Last Company’s co- 
ordinated lasts and patterns system; 
the dealer service plans, and determi- 
nation of the line for the coming fall 
were the major subjects considered at 
the semi-annual sales conference of the 
Western and Southern Division of the 
Ault-Williamson Shoe Company held 
at the Hotel Statler in this city the last 
three days of last week. 

At the Thursday evening session, 
Alden H. Kenyon, president of the 
Kenyon Co., advertising counsel, of 
Boston, presented the 1929 program of 
national publicity. 

Frank T. Shirley of Boston, eastern 
manager of the United Last Company, 
explained in complete detail the theory, 
practice and results of the co-ordinated 
last and pattern system, at the Friday 
morning meeting. This was followed 
by a minute examination of the new 
line of styles, presented for the sales- 
men’s consideration and adoption. 

The entire session Friday evening 
was devoted to a thorough consideration 


Sales 


| 


J. Minshali, Philip Bruggemann, 


| Wesley K. Hartzell, “Cy” Carney, Ed- 
ward S. Poole, James H. Renton, Roy 


Lewark and Arthur Darois. Maynard 


| Moulton, assistant superintendent of 


of the program of intensive dealer ser- | 


vice and cooperation, 
Arthur L. Evans, director of this de- 
partment of the Ault-Williamson busi- 
ness. . 

Charles Ault, president, 
the assemblage at the conclusion of the 
sessions, thanking all the salesmen and 
executives for their loyalty and co- 
operation and promising fullest sup- 
port from the factory and executive 
management. 

Richard P. Boothby, vice president, 
and manager of the St. Louis branch, 





(‘Uf the Better Grote 
For the Better Trade 











AND TURNED— 
STOCK 





oft ‘2 ROSENBERG SHOE Co. 
124 N, 3rd St, Philadelphia 














presided at all of the meetings. 
Those present were: Charles Ault, 
president and treasurer; Lester B. 
Shackford, vice president; Richard P. 
Boothby, vice president; 


A. D. Esta- | 


addressed | 


brook, general sales manager; Arthur | 


L. Evans, director of the sales pro- 
motion and dealer service department; 


Alden H. Kenyon, Frank T. Shirley, | 


Oscar L. Rappelye, Gordon McDaniel, 


Ross T. Bowman, David Shelton, P. R. | 


Howard, Roy Hodge, O. D. Morse, O. E. 
Hamilton, Arden Matthews, Fred 
Maatsch, W. G. Kropp, Henry Deide- 
sheimer, Eugene F. Smith, Clyde An- 
thony, Frank Hollingsworth, Clifford 
Reese. Charles L. Marbury, Mark 
Campbell, George M. D. Posey, Al F. 
Wiegand. Adolph G. Plett, George V. 
Osgood, Gordon R. May. 





PHILADELPHIA, PA.—The Eastern Di- 
vision of the Ault-Williamson Shoe 
Company held its semi-annual sales 
conference at the Beniamin Franklin 
Hotel, Monday and Tuesday of this 
week. The same program of subjects 
and speakers was carried out here as 
at St. Louis last week. Lester B. 
Shackford, vice president, presided at 
these meetings. Those present were: 
Messrs. Ault, Shackford, Estabrook, 


Evans, Kenyon and Shirley, who par- | 
t. Louis conference, | 


ticipated in the 











and these Eastern division sales repre- 


sentatives: James T. Carroll, Alfred | e - liquidated. 


presented by | 


the A-W plant at Auburn, Maine, also 
attended the Philadelphia meetings. 

The salesmen, executives and speak- 
ers covered 60,838 miles in going to 
and returning from the two conferences 
st St. Louis and Philadelphia—more 
than equivalent to a trip twice around 
the world. 


Rush Orders Cause 
Congestion In Factories 


Boston, Mass.—The local factories 
continue their activity of the past few 
weeks, with rush orders from retail 
shoe merchants causing congestion at 
plants, but with manufacturers happy 
over the active trend of business. 

One of the disturbing elements in 
shoe selling is the keenly competitive 
condition. 

Shoe buyers are “shopping around” 
busily for style and quality shoes at 
low prices. Women’s lines, formerly on 
the more conservative order, have been 
made more “snappy,” and new “ortho- 
pedic” features added, which are mak- 
ing an added selling argument to 
buyers, and which are meeting with 
good response. 

A wide variety of materials is being 
employed for all-over, or for combina- 
tion effects. For instance, printed vel- 
vets with kid pipings; tweeds and kid 
or calf combinations. One of the very 
newest materials in an evening shoe is 
white velvet. This is being made in 
both strap and pump effects, with and 
without jeweled ornaments. Metallic 
cloth for high-style evening shoes is 
moving well. There are many suede 
shoes in the making, the colors being 
about evenly divided between black and 
brown, with and without reptile trims. 

Patent leather ties, straps, and step- 
ins, with and without trims, and kid 
shoes in dainty patterns, are among 
the women’s numbers on repeat order. 
Genuine alligator shoes for men and 
women are in increasing demand. 

Among the new colors in suede shoes 
for women which are increasingly ac- 
tive, and reds, blues, and greens. 
Snakes and lizards, in genuine, or in 
printed effects, are in excellent demand. 

One concern making women’s McKay 
shoes for the wholesale trade reports 
that over one-third of its production 
is on alligator one-straps. Blue kid 
continues in popular demand; red and 
wine shades of kid are in exceptionally 
good demand; black kid is a fair num- 
ber; brown kid is a steady seller. Calf 
in men’s weights, in both black and 
medium shades of tan, is a popular 
member of the leather family. 





Arnold Buys Factory 


BRIDGEWATER, Mass.—The M. N. Ar- 
nold Shoe Co. of North Abington, as- 
signee and holder of the mortgage, has 
purchased the three-story factory build- 
ing here formerly occupied by the 
Philip Giard Shoe Co., and disposed of 
at a public auction Sept. 5. The pur- 
chase price was $5,000, there being only 
one other bidder. The Giard company 
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“Puffed Kid”? Ornaments 


BROOKLYN, N. Y.—The vogue of using 
embossed leathers in buckles, which has 
been very popular up until now, is 
dying out, according to Harry Esland 
of the Kowal Ornament Co., Brooklyn, 
manufacturers of shoe ornaments and 
novelties, and is being replaced by a 
new mode, originated in France, that 
of a smooth kid puffed ornament. Ac- 
cording to Mr. Esland, these ornaments 
will be very good on shoes for winter 
and early spring. Piping will also be 
in vogue on shoes, and naturally a 
great many ornaments will be piped. 





New Agreement Signed 
by Rickard Employees 


HAVERHILL, Mass.—The Rickard 
Shoe Co., now operated by the I. Miller 
& Sons, Inc., New York City, has con- 
cluded a new two-year working agree- 
ment with its employees through the 
Shoe Workers’ Protective Union. The 
new pact will become operative Jan. 1 
and will replace the agreement which 
terminates at that time. Under the 
new agreement, the Rickard company 
is assured steady and uninterrupted 
production, the Union guaranteeing 
freedom from strikes, walkouts, or 
cessation of work of any kind. 

The company, the largest in the city, 
and representing the backbone of the 
local turn shoe business, employs 750 
operatives. Negotiations are now 
under way for removal to an adjacent 
factory, where floor space is available 
for the housing of the two local plants 
under a single roof. 





Fits Heels First 


LYNN, Mass.—Sam Stephens, the 
last maker, contends that the fit of a 
shoe at the heel is more important than 
at the toe. It was not always thus. 
When skirts were long, and feet were 
hidden, heels of shoes sometimes turned 
over, and fitted loosely. The argument 
in the matter is simple. Lasts provide 
for a give or take of anywhere from 
1/6 to 1/3 of an inch at the toes. Al- 
ways do shoes provide for toe room. 
But it is different with the heels. 
Shoes should fit snug around the heel 
of the foot, or they will slip, or bulge, 
or crook this way or that. A _ heel 
that does not fit neatly ruins even the 
best costume. 





Hooley to Double Output 


LYNN, Mass.—W. F. Hooley Shoe Co. 
has taken another floor at 91 Willow 
Street, and just as soon as the machin- 
ery men set up the equipment it will 
double its production of fine turn shoes. 





Drell Withdraws 


Arthur Bender, Inc., makers of bench 
made turns exclusively in New York 
City, announces the withdrawal of Mr. 
B. Drell from the affairs of the com- 
pany. The business will be maintained 
as heretofore under the personal su- 
pervision of Mr. Arthur Bender. 

















Lynn Shoe Factories 


Continue to Be Busy 


LYNN, Mass.—Factories here con- 
tinue active. Future business waits 
upon the weather, for if summer ling- 
ers in the lap of autumn, the light 


and dainty novelties will keep on sell- | 
ing. But if cool, crisp weather comes | 
early, the stouter tynes will be wanted, | 


and maybe boots, or at least, bootees, 
will be wanted. 

There are still plenty of shoe men 
who believe that a radical change in 
styles in women’s shoes, according to 
the changes in the weather, would in- 
crease the volume of sales of footwear, 
just the same as the change from 
straw hats to felt hats increases the 
volume of sales of headwear in the 
men’s division. 

Hides are higher than a year ago, 
and tanners are asking more for their 
leathers. But it is an open question 
if prices of shoes have gone up, and, 
if so, how much. The law of supply 
and demand does not work as in days 
of yore. Style enters into the matter, 
for if a leather is of a much wanted 
style it commands an extra good price, 


whereas if it is not much wanted, if 


sells at a sacrifice. 

Patent leather, which is 
plentiful just now, makes up more 
than half of the shoes that are made 
on a basis of volume. In the finer, 
and more highly specialized lines, there 
are the many fine colors, of the several 


shades of brown, blue and green, and | 


the high hues that are used for ball- 
room shoes. 


Tweed shoes are mentioned because | 


they illustrate the new interest in 
warmer types of footwear, and also, 
because they introduce the leather 
heel. There are a few new high heels 
of leather, so brilliantly polished that 
they look like heels of wood. 
Patterns appear to be moving more 
strongly towards oxfords and ties, 
many with closed fronts. There are 
some new wide straps, as well as new 
intricate narrow straps, and a few of 
the wide straps are so wide that they 
could not be made any wider without 
enlarging the feet. The fashion of 
ornaments tends to prolong the de- 


mand for opera or like pumps which | 


may be trimmed. Designers continue 


to work on new ideas in bootees, and | 
it is likely that there will be more | 
activity in this type of footwear in | 


October. 


Wentworth with Harding 


HAVERHILL, MaAss.—Norman P. 
Wentworth, formerly associated with 


| the Harding Shoe Co., Granite Street, 





is now with the Roberts Shoe Co., Lin- 
coln Avenue, in the capacity of super- 
intendent. The Roberts company now 
operates four plants in the Haverhill 
district, one on Hilldale Avenue; two 
in Georgetown, and the Lincoln Ave- 
nue plant. The latter plant has just 
recently been established, and is now 
engaged in the manufacture of women’s 
McKay shoes. The factory was for- 
merly that of the Groveland Shoe Co. 


fairly | 
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WHERE TO BUY 


Women’s Novelties 











In Stock $3 to $6 
sellers 


New Polka 
Dot Silk!! 


Latest sensation in 
ladies’ novelty foot- 
wear. Send for 
circular. 








Samuel Cohen 
Shoe Co. 


72 Lincoln St., Boston, Mass. 











WHERE TO BUY 
Shoe Buckles & Fabrics 
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CuT STEEL 
BEADED-R.HINESTONE 
8B West 20th St., New York 4 
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Cut Steel Buckles 
Tinsel Shoe Fabrics 


CRACOVANER 
389 FIFTH AVE., NEW YORK 
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WHERE TO BUY 
Children’s Shoes 


“ELAM 99 


Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CO. 


ROCHESTER, N. Y. 
Beston Office: Statler Bidg., Room 532 
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WHERE TO BUY 
Slipper Supplies 








fourous AND ROsnTTEs 
The right merchandise a price 


Bam ies 
By-enars ee PPLY OO. 
683 Broadway New Yori City 














WHERE TO BUY 


Bowling Shoes 








BOWLING SHOES 
IN-STOCK 
Smoked Elk 
$3.25 
BROOKS 


SHOE MFG. CO. 
Philadelphia, Pa. 





1725 Ne. 6th St., 








WHERE TO BUY 
Standard Shoe Material: 
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CREESE & COOK CO. 
Tanneries at Dawverspert, 06 South St., Besten, Mase 


est Virginia 


Not a substitute Fibre Box an __ a 
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Remodeling Wise Store 


CotumBus, On1I0 (UTPS)—The Co- 
lumbus store of the Wise Shoe Co. is 
being remodeled and new show win- 
dows are being installed. The com- 
pany took a lease on a large room 
before opening the store six months 
ago and now a subtenant has been se- 
cured and the room is being divided. 


Patent and Suede 
Lead in Newburyport 


NEWBURYPORT, MAss.—With a record 
of unprecedented growth during the 
past year, the local shoe industry is 
operating briskly, getting out orders 
for the fall trade. The city has more 
than a score of shoe and allied estab- 
lishments in its directory and desirable 
factory space is well absorbed. 

Among the busy spots in the indus- 
try are the Harry M. Husk Co., the 
William G. Dodge Co., the E. D. Hasel- 
tine Co., the F. E. Adams Shoe Co. 

The plants are working on women’s 
footwear for September and October 
delivery, with promising outlook be- 
yond that period. Turn shoe plants 
are showing increasing activity with 
many new smart patterns in one-straps, 
step-ins and plain pump numbers going 
through the plants. 

Black patent, brown suede and ooze 
calf are popular materials, as indicated 
in the present cutting. Embroidered 
velvets are just now showing up in 
some lines quite prominently. 


Dull Finishes Touted 
By Sommer for Fall 





Summarizes Color and National 
Trend for New Season 


SAN FRANCISCO, CAL. (UTPS)—Max 
H. Sommer, Jr., of Sommer & Kauf- 
mann, and secretary of Retail Shoe 
Dealers’ Association of San Francisco, 
announces the following regarding the 
new fall styles: 

“Lined up for the season’s start are 
the outstanding materials—reptiles are 
sure of placing—lizards, solid pythons, 
alligators. It will be nip and tuck be- 
tween patent and the duller blacks such 
as black kid and gun metal calf. At 
the present moment there is a very de- 
cided leaning toward the duller blacks 
as against the glossier ones. The con- 
troversy over material is suede versus 
kid, and this pertains particularly to 
the dark brown shades. At the pres- 
ent writing kid seems to dominate the 
betting; suedes are being favored more 
every day, however. 

“A very dark blue will show strength 
for fall—a blue that verges on the 
black. Then comes a burgundy shade 
—a sort of a frothy effervescent shade 
that is known as Acajou. Also the new 
bottle green—a warm shade of green. 
Some people favor a revival of French 
bronze kid, a kind of an absinthe 
shade! 

“Fabrics are touted in the fall style 
race. Crepes in all sorts of shades and 
dyable white . . . more satins . . . and 
then the tweed materials to be used in 
shoes to accompany the tailored mode. 
White crepes dyable to any shade, and 
tinsel broeades are expected to invade 
a field that has heretofore been solidly 
for silver and gold kid. And there are 
many other materials! 

“The best policy for the merchant 
who is playing the game for profits and 
not for thrills is to play the big ones 
big. and a few of the minor ones as 
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Shoe Drawings 
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WHERE TO BUY 





Store Fixtures 
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Moss Firm Out of 


the Shoe Business 


SAN FRANCcIsco, CAL. (UTPS)—Pro- 
ceeding with their program, announced 
in May last, of going out of the shoe 
business, the Moss Glove & Hosiery 
Stores, Inc., with headquarters in San 
Francisco, are either closing the shoe 
departments or turning them over to 
others as concessions. At Retail Store 
No. 21, 813-15 Market Street, San 
Francisco, the shoe section will be taken 
over by Harry Cantrowith, for four 
years the buyer for this same depart- 
ment. Cantrowith will take charge as 
the owner of the shoe concession on 
Sept. 15. The Moss store at 754 Mar- 
ket Street will be closed entirely, bring- 
ing to an end 41 years of Moss busi- 
ness in this one location. At 2530 
Mission Street store, the shoe depart- 
ment alone will be eliminated, the 





store to be allotted entirely to gloves 
and hosiery. The firm plans to push 
the glove and hosiery lines even more 
thoroughly than heretofore. 





Displayed Duluth Goods 


DULUTH, MINN. (UTPS)—Among 
the retail merchants to assist in the 
first annual manufacturers’ Display 
Week, shoe men did their part. Their 
windows were open for showings of 
Duluth made products, opening Aug. 
20. Every large manufacturer was 
given a display space for the exhibi- 
tion. The window cards read: “What 
Duluth Makes—Makes Duluth.” The 
U. S. Naval Reserve band played 
through the district. Among the ex- 
hibits were those of Armour and Com- 
pany at the Kinney Shoe Store, 25 W. 
Superior St., and Duluth Linen Co. at 
the Florsheim Shoe store, 317 W. 
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Prints 


are as pretty aS 
asummer Parden 
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SHOW ’EM 
AND 


TELL ’EM! 


Display your shoes to the best 
possible advantage, in as an 
attractive setting as you can 


get. 


Let the sales appeal be equally 
well presented with artistic and 
attention - compelling window 
cards. 


Recorder Window Card Mes- 
sages are planned, written and 
hand lettered in line with that 


policy. 
Not high priced, but high 


powered! 





To Well Rated Merchants 


First month’s service sent to 
any well rated merchant sub- 
ject to 5-day approval. 
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Sexo Name 


y 


MPT 





Serene 








Exclusive Basis 


Annual Card Service is exclu- 
sive for one merchant in an 





Cards 7 x 11 inches. 


Artistic Card Holders (or Frames) in 
keeping with the finest of window fix- 
tures, supplied with each service. Blue 
mottled finish, with choice of either 
burnished gold or silver trim, with felt 
base cover. 


8 cards 
2 card holders (or frames) 
100 blank price tickets 


$400 per month 


($48 the year) 


10 cards 
4 card holders (or frames) 
100 blank price tickets 


$ 500 per month 


($60 the year) 


(October Cards: —3 colors 
ready for mailing Sept. 20th) 


Merchants Service Dept. 


Boot and Shoe Recorder 
189 W. Madison St. 
Chicago 





Card holder base, 10% inches. 


average size town, suburb or 
metropolitan shopping center. 


COUPON 


BOOT & SHOE RECORDER, 
189 W. Madison St., Chicago, IIl. 


Please enter our order for the Recorder ‘Selling Mes- 
sages” for one year, consisting 
of ———— cards each month, and art card 
holders, or frames with the first month's ser- 
vice, beginning with cards for October, for which we 
will pay $ per year, payable $ per month. 





card service No. 














Option for cash in advance full year’s service:— 
Recorder Stock Record Book, or 5% discount. 
We sell Men's, Women's, Children’s shoes, buckles and 
hosiery. (Cross out lines not carried.) 
We prefer:—Card holders, or frames (gold) (silver). 
Place following initials on frames (not more than two) 
(64 -00ee0eued Store name on card holders............ 
ee ee eT eT eT TT Tre Tee TTL OTT TT TT (letter plainly) 
Printed Price Tickets:— 
$ $ - $ $——_ 


(Any price: I5c. per dozen) 


$— s—— s——- $— 











Store name 


Owner ... 


(Sept. 15th issue) 
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POSITIONS WANTED 
4c per word. 

LINES WANTED 

ALL OTHERS 


ALL DISPLAY SPACE 





Minimum Charge 75c. 

4c per word. Minimum Charge 75c. 

7c per word. Minimum Charge $1.25 

Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 80 Federal Street, Boston, Mass., on 

Monday of the week of publication in order that advertisements be published same week, 

Otherwise insertion will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desires replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 























SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





SALESMEN WANTED 


To handle Growing Girls’, Misses’ and Child’s Goodyear Welts. 


Twelve Pair Lots, Commission Only. 
Good territories open. 


A. N. WOLF SHOE COMPANY, DENVER, PA. 











WANTED 

Shoe Salesmen who are looking 
for a real opportunity in the shoe 
industry. Remuneration based 
strictly on commission in an ex- 
clusive territory. Valuable terri- 
tories open in all States. Hundreds 
of inquiries coming in, assure im- 
mediate sales. Advise in first let- 
ter, age, territory you cover and 
three business references. Send 
post card photo. Advise whether 
you will devote full time or handle 
Cahill Cartons as side line. 


Cahill Carton Company 


Harrisburg, Pennsylvania 








AN OPPORTUNITY TO 
INCREASE YOUR 
EARNINGS 


Long established firm, of strong 
financial standing, wants men with 
established trade to handle side 
line of babies first steps. 10% 
commission. Will not consider any 
but top grade men selling top 
grade accounts. Reference from 
your main house absoiutely re- 
quired. Address D-693, care Boot 
and Shoe Recorder, 239 W. 39th 
St., New York City, N. Y. 








Side line salesman wanted by old established 
snappiest 


particulars 
0-692, 


92, care Boot 
9 W. 39th St.. New York 





SALESMAN for Connecticut and Western 
Massachusetts. Must reside on territory and 
travel by auto. Children’s and Women’s Welts, 
McKays and Stitchdowns. Large stock depart- 
ment. Commission basis. Address D-673, care 
Boot . Shoe Recorder, 80 Federal St., Bos- 
ton, Mass. 





SALESMAN for Central and Northwestern 
Pennsylvania. Must reside on territory and 
travel by auto. Children’s and Women’s Welts, 
McKays and Stitchdowns. Large stock depart- 
ment. Commission basis. Address D-686, care 
Boot and Shoe Recorder, 80 Federal St., Bos- 
ton, Mass. 





EXPERIENCED shoe salesmen to represent 
an established shoe manufacturer of a line 
of Ladies’, Misses’ and Children’s McKay 
shoes. Carry as a side line on commission 
basis in any rt of U. S. A. provided line 
and territory do not conflict with covered terri- 
tory. Must reside on territory and cover same 
close by auto. Give full particulars in first 
letter, and must be able to give A-1 references. 
Apply by letter giving age, experience and two 
references with application. hilip Schneider 
7. Co., 328-332 N. Jefferson St., Allentown, 





SALESMEN WANTED 
Men who have established connection 
long standing with known adult lines wanted 
to carry our standardized, instock, high grade 
children’s welts as a side line for the follow- 
ing territory: New York West of Hudson. 
Pennsylvania, Ohio, Illinois and middie west. 
Short line, established proposition, 
its selling field. 
DURKEE SHOE CO. 
Stoneham, Mass. 











IDE LINE salesmen wanted for the follow- 

ing states: North and South Dakota, Ne- 
braska, Kansas, Oklahoma, Alabama, Missis- 
sippi and Tennessee. Our line represents large 
designs of shoe buckles and spats. Applicants 
must submit references with their first letter. 
Address D-672, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Ill. 





SALESMEN WANTED—We have very de- 
sirable territory open for experienced sales- 
men to carry our well known line of soft soles, 
turns and stitchdowns. Liberal commissions 
paid. A wonderful opportunity for real pro- 
ducers with established trades. J. J. MacMaster, 
89 Allen St., Rochester, N. Y. 





ANT salesmen with established trade for 

Ohio, Western Pennsylvania, Michigan, 
Indiana, Kansas and Colorado. High Grade 
Stitch-Downs Infants to Misses. High Grade 
Turns Infants to Growing Girls. Covered 
Heels. All Widths. Best sellers in stock. An 
especially attractive commission proposition. 


Give main line as reference. J. S. ZULICK 
& CO., Orwigsburg, Pa. 


ANTED—Salesman with established trade 

to carry a line of Women’s Novelty Shoes 
in Stock for immediate Delivery on a strict 
Commission Basis.“ Only men with established 
trade and ‘good references stating what other 
lines they carry and territory covered need 
apply. Address D-690, care Boot and Shoe 
Recorder, 80 Federal St., Boston, Mass. 





ALESMAN for Southeastern Ohio. Must 
reside on territory and travel by auto. Chil- 
dren’s and Women’s Welts, McKays and 
Stitchdowns. Large stock department. Com- 
mission basis. Address D-697, care Boot and 
Shoe Recorder, 80 Federal St., Boston, Mass. 





WE are desirous of securing the services of 
four high grade salesmen that have had 
experience in selling Women’s Novelty Shoes 
to retail at $6.00 a pair in the following terri- 
tories: The State of Ohio, Middle West, Pacific 
Coast, and a representative in the South. The 
line is one of the strongest lines of $6.00 sell- 
ers that is offered to the trade today. Kindly 
write us fully stating lines now carried, terri- 
tory covered and references. Address D-698, 
care Boot and Shoe Recorder, 80 Federal St., 
Boston, Mass. 








POSITION WANTED 








POSITION WANTED 


Young man of 28 years, with nine 
years’ experience as assistant buyer 
of women’s popular-priced shoes, 
open for retail store executive 
position. Best references. Reply 
to D-691, Boot and Shoe Recorder, 
80 Federal St., Boston, Mass. 











HILDREN’S buyer, 15 years’ State Street 

experience, making change October Ist as 
buyer or salesman in Chicago territory. Ad- 
dress 1-695, care Boot and Shoe Recorder, 189 
West Madison Street, Chicago, III. 


POSITION WANTED as salesman-or mana- 
ger in a Men’s Shoe Department or in a 
strictly men’s shoe store. 1 was connected with 
Volk Bros. Co., Dallas, Texas, for nine years 
and considered one of the best Salesmen and 
Shoe Fitters they had. I sold over $44,000 
Shoes in 1919; never sold less than $34,000. 
The cause of my resignation was that I do 
not want to work in a General Shoe Store. 
Can give the best of references as to my honesty 
and ability. John J. Skally, 803 Church St., 
Mobile, Alabama. 


OSITION WANTED as manager or sales- 

man. Eight years’ experience in_ selling 
shoes. Also buying and window-dressing. At 
present managing popular priced shoe store. 
Age 28. References. Would invest $2,000. 
Address D-696, care Boot and Shoe Recorder, 
239 W. 39th St., New York City, N. Y. 























928 





ade 
10es 
rict 





a Ff 


* ws t 





September 15, 1928 








BUSINESS OPPORTUNITY 
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MERCHANTS’ NEEDS MERCHANTS’ NEEDS 














YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 


. foot correction; readily learned by any- 


one at home in a few weeks. Easy terms 
for training; openings everywhere with 
all the trade you can attend to. No capi- 
tal required or to buy; no agency or 
soliciting. Address Stephenson Labora- 
tory, 21 Back Bay, Boston, Mass. 











LINE WANTED 





ALESMAN covering Connecticut territory 
desires side line of Ladies’ Novelties at 
pular price. Address D-689, care Boot and 
Shoe Recorder, 80 Federal St., Boston, Mass. 


ALESMAN with big following among whole- 
sale and big retail trade wants to connect 
with a reliable manufacturer that can produce 
women’s cheap novelty shoes. Reference fur- 
nished. Address D-694, care Boot and Shoe 
a ae 239 W. 39th St., New York City, 











FOR SALE 


FOR SALE—Will sell at bargain one Drying 
Rack for Soles and one Two Sides Sole 
Cementing Machine. Address: H. N. Cook 
Belting Company, San Francisco, Cal. 











FOR RENT 


STORE on a busy shopping street which has 
a still busier future ahead of it. 317 Utica 
Ave., Brooklyn, N. Y 











WANTED TO PURCHASE 








TO BE SURE THAT YOU RECEIVE 


THE VERY HIGHEST PRICES 


for your retail odds and ends, entire 
or surplus stocks, ask us for our bid. 
(Estab. 40 years.) Cash transactions. 


New York Export Purchasing Corp, 
596 Broadway, New York, N. Y. 








It would be worth your while to get in 

touch with us before you sell any of 

our SURPLUS and DISCONTINUED 
as we have an extensive 

and domestic outlet for almost anything 

in footwear. 


KIRSCH-BLACHER CO., Inc. 


624 Broadway, New York, N. Y. 




















BUYING SERVICE 











Complete Service and Catalog. Representatives Wanted 
102 ALBANY BLDG. BOSTON 







































. 39.50 
New & Used Chairs $ 
For Complete 

Handsomely er 
upholstered, 18". 2 tables “as 
Mulberry stands 12-18 and 24, 

° assorted. 
color. Orig- Solid American 
inal cost, Walout. 


Weighted Bases — 
Metal Connections. 





$11.50. Used 
3 months. Write for Samples of Window Fabrics 


Price... $6.50. THE HECHT FIXTURE CO. 
Other styles 233 South Wells St. CHICAGO 














on hand. 
Prices range 
upward from 


$1.75. 


Shipments 
anywhere, 








packing extra. 


Crown Motion Picture 
Supplies 


729 Seventh Avenue, New York 
3rd Floor 

































SHOE ORNAMENTS 
OREO 





E big H-W line of shoe store 
chairs covers all seating 
needs. The type of chair, shown 


RHINE- above, will ee 
service Over a period of many 
STONE years. Investigate our free 


seating service. 


 Yeywood-Yakefield 


STRAPS 





Baltimore, Md.; Boston, Mass.; Buffalo, 
N. Y.; Chicago, Ill.; Kansas City, Mo.; 
Los Angeles, Calif.; New York, N.Y.; 
Philadelphia,Pa.; St. Louis,Mo.; Port- 

, Oregon; San Francisco, Calif, 


BEAUTIFUL — PRACTICAL 
Quickly attached or detached. 
Worn with Pumps. 

Per Dos. Pr..... $6.00 


Lincoln Store Supplies Co. 








ST. LOUIS, MO. 





1508 Washington Ave. | 
















WINDOW 
DISPLAY FIXTURES 


SEGALLé SONS 


923 ARCH ST. 
PHILADELPHIA, PA. 


| ARE BUSINESS GET TERS 









estasuisHED on 


LABELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 











¥%69-27) LEXINGTON AVE., BRODRLLYD. att 
AMERICA’S GREATEST 
SHOE CARTON & LABSL MrGe 
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MERCHANTS’ NEEDS 








Milbradt 
Ladders 


Made for 40 years 
by the original in- 
ventors. 


Made in all_ styles 
to suit any shelving 
conditions. 


Get our price before 
placing your order 


Milbradt 
Manufacturing Co. 
2416 No. 10th Street 








ST. LOUIS, MO. ; 


} Artistic 
Price and Sale 
Tickets 


Always something new. 
Samples mailed free on re- 
quest. State if large or 
1$ small ticket is wanted and 
the color. 








Emil Rublack 
140-142 West Broadway 
Established 1903 New York 

















H. S. Munro Dead 


St. Paut, Minn. (UTPS)—Shoe 
men, particularly the road men of the 
‘Northwest, are mourning the sudden 
death of Hugh S. Munro, who was 
Northwestern representative of the 
Racine Shoe Co., Racine, Wis. He 
leaves a wife and child. Mr. Munro 
-was held in high regard by all con- 
nected with the shoe trade who knew 
‘him. “He was one of the finest chaps 
ever associated with the traveling shoe 
game,” said one of his associates. His 
-residence was 959 Iglehart Avenue. 





Robert H. Lane, Dead 


ToLeEDO, OHIO— Robert H. Lane, 
-president of R. H. Lane & Co., Inc., 
died on Sept. 27 at his home on Robin- 
-wood Avenue, this city. Mr. Lane came 
-to Toledo in 1869, and in 1885 James F. 
Cummins and he took over the R. & J. 
Cummins wholesale house. Recently 
-the R. H. Lane & Co. was incorporated, 
-with Mr. Lane as its head. He leaves 
-a wife, a sister, a daughter, four sons, 
-and six grandchildren. 


Schiff Co. to Open 
Many New Stores 





Michigan and Wisconsin Slated for 
Forthcoming Establishments 


CoLumBus, OHIO (UTPS) —The 
Schiff Co., at 32 West Chestnut, oper- 
ating a chain of about 85 retail shoé 
stores in the Middle West, Eastern and 
Southern sections of the country, an- 
nounces the opening of a number of 
additional stores. 

A store at 6321 Greenfield Street, 
Milwaukee, Wis., has been opened un- 
der the management of Jack Howard. 

A store at 220 Huron Street, Port 
Huron, Mich., has been opened, but the 
manager has not yet been selected. 

A store at 31 East Market Street, 
York, Pa., has been opened with Ed- 
ward Tate as manager, 

The company has taken over the shoe 
department in the Goldberg Depart- 
ment Store at Washington, D. C., and 
E. I. Engleman, formerly manager of 
the Schiff store at Nashua, N. H., has 
been named manager of the depart- 
ment. The assistant manager at 
Nashua was promoted to the position 
of manager. 

A store at Richmond, Ind., will soon 
be opened by the Schiff Co., with Harry 
C. Wissler, formerly manager of the 
Travelers store in Columbus as man- 
ager. Stores will also be opened at Dav- 
enport, Iowa, Green Bay, Mich., at 308 
North Washington Street; Milwaukee 
at 1446 Green Bay Avenue, and at Ke- 
nosha, Wis., located at 5626 Sixth 
Avenue. Arrangements are being 
made to open additional stores later on. 

Robert W. Schiff, president; Walter 
A. Fankhauser, secretary, and. Sol 
Schiff, a district manager, have _ re- 
turned from the Boston and New York 
markets, where they made extensive 
purchases for the fall season. Mr. 
Fankhauser reports prospects very 
bright for the coming few months, de- 
pending somewhat on weather condi- 
tions. He said that weather is con- 
trolling the market more and more and 
less attention is being given to the cal- 
endar in making purchases. 





Tariff Assurance 


Senator Charles Curtis of Kansas, 
Republican Vice-Presidential candidate, 
in his speech at Salem, Mass., Thurs- 
day, Sept. 6, said his party favors a 
protective tariff to protect American 
labor, prevent unemployment and busi- 
ness depression that would result from 
low rates. 

“Last year,” he said, “boots and 
shoes and finished leather were im- 
ported to the value of 33 million dol- 
lars and I would erect a tariff door 
high enough to shut out these imports.” 





Three New Stores 


BrockTon, Mass.—The W. L. Doug- 
las Shoe Co. has opened three more 
shoe stores in the chain of family stores 
being operated through New England. 
The new establishments, all in Maine, 
are in Lewiston, Augusta and Rumford 
Falls. Walter Brown of Quincy has 
been named manager of the Lewiston 





store. 








Bill Kuhl Gets 
Some Presents 


Pittsburgh, Pa.—Bill Kuhl, the 
youngest “old” shoe retailer in 
six States, had a birthday re- 
cently. That isn’t so newsy, but 
just to mark the event as some- 
thing out of the ordinary, forty 
people, all shoe men, and their 
wives went out to Bill’s house on 
California Avenue and after al- 
most yanking the doorbell out by 
the roots, finally aroused Bill and 
yelled “Happy Birthday” when he 
opened the door. 

After he recovered from his 
surprise Bill trotted out some 
cigars and other makings of a 
party and then the party, under 
the leadership of T. P. and J. S 
Ruffennach, began showering 
gifts on Bill. These included a 
fine gold watch, a leather travel- 
ing bag and a curious bit of 
leather and glass which may be 
used for the carrying of some- 
thing or other on the hip. 

With these gifts Bill is all set 
to attend shee conventions. By 
the way, he promises that Pitts- 
burgh will send the largest dele- 
gation ever to the Middle Atlan- 
tic Shoe Retailers Asssociation 
convention in Philadelphia next 
January. 











McCain-Wright Frolic 


St. Louis, Mo—The Progressive 
Club is composed of employees of the 
McCain-Wright, Inc., St. Louis, oper- 
ating a number of shoe stores in St. 
Louis and vicinity. Tuesday evening, 
Aug. 28, their annual summer party 
was held at Kirkwood Country Club. A 
dinner, dance and fun-fest was enjoyed 
by the entire organization. President 
Farber presided and asked Maurice 
Wright, president of the firm, to talk. 
He did briefly, as did Vice-President 
and General Manager M. M. McCain. 
Paul Hutchinson, advertising manager, 
and George E. Gayou of the BooT AND 
SHOE RECORDER, also spoke. 





New Catalog Idea 


St. Louis, Mo.—Walter Mencke, ad- 
vertising expert for the Central Shoe 
Company, has no end of selling ideas. 
Believing that a catalog can be made 
distinctive he has printed No. 32 in 
three colors and illustrated every page 
with a subtle selling suggestion for the 
type of shoe featured. It bulges with 
pictures and has compelling reader in- 
terest. 


Hanover Store Moving 


CoLumBus, On10o (UTPS) — The 
South High Street store of the Han- 
over Shoe Co., now located at 73 South 
High Street, will be moved Sept. 15 to 
a new location at 31 South High Street. 
The room is a large one and is being 
remodeled for the new business. R. C. 
Osborn is manager and has held tha 
position for the past two years. 
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82 BOOT AND SHOE RECORDER 


The Boot and Shoe Recorder 


Serves in ° 


Getting More Shoes Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the —_ profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anno SHoe Recorper 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution 


In this Issue— 


OPPORTUNITIES? YES!............. By Richard L. Prather......... 41 
Plenty of Them in the Shoe Trade. 


More PROFIT IN THIS PROVEN FORM 


OF PERSONAL SERVICE ........... By George E. Gayou.......... 42 
oo ee. See Diversity of Materials......... 44 
A New Winter Interest. 
LEATHER IN EuROPE ALSO GoING Up Says John A. Bush............ 45 
A Different View on Tariff Agita- 
tion. 
THE VOICE OF THE RECORDER...... Opinions of the Editor......... 46 
UsinG ScREENS WITH UNIT Box ; 
SE. .cahavecasseks whine Effective Backgrounds ........ 48 
Less Waste—More LEATHER...... A Government Aim............ 49 
Through Improved Methods. 
ATTRACT THE Kips, BuT— ....... The New Geuting Store........ 50 
Make the Grown-Ups Comfort- 
able. 
WHo’s WHO SELLING SHOES ON THE 
EE EN CS EES By Helen M. Haney........... 59 
News of the Travelers. 
SHOE MERCHANT NEWS........... About Betailers .....5.cccssecs 63 
SHOE MARKET NEWS.............. Among Manufacturers ........ 72 


OTHER REGULAR FEATURES. 





GETTING MORE 
SHOES SOLD RIGHT 


THE Boot AND SHOE RECORDER PUBLISHING Co. 
80 FEDERAL STREET, BOSTON, MASS. 


EVERIT B. TERHUNE, President 
GEORGE W. R. HILL 
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SUBSCRIPTION RATES 


The subscription price of the Boor anp Suvs Recoxper is $3.00 for one year, which includes 
in the United States, its possessions, Canada, Mexico, Spain and its colonies and South 
America (excepting Venezuela and the Guianas, which is $6.00). 
FOREIGN SUBSCRIPTION—The price to all foreign countries except the above is $6.00 per 
year including postage. 
All subscriptions are payable in advance. Single copes 25 cents. 
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A request for change of address must reach us at least thirty days before the date of tseue 

with which it is to take effect. Duplicate copies cannot be sent to replace those undelivered 

through fatlure to send advance notice. With your new address be sure also to send us 
the old one, inclosing tf possible your address label from a recent copy. 


Entered as second-class matter Sept. 19, 1925, at the Post Office at New York, N. Y., under the act of 
Mareh 3, 1478 


Member of the Audit Bureau of Circulations 
Member, Associated Business Papers, Inc. 
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Rablack, Emil, New York City............ 80 
Scholl Mfg. Co., Chicago, Ili.............. 56 
Segall & Co., Philadelphia, Pa............. 79 
re Gy GE SN, Bis dacs ce ccccccecs 36 


MACHiNERY, LASTS, MFRS.’ SUPPLIES, 
DRESSING, ETC. 


Beckwith Mfg. Co., Bostor................ 84 
Cahill Carton Co., Harrisburg, Pa......... 68 
Tubular Rivet & Stud Co., Boston, Mass.. 26 


United Shoe Machinery Corp., Boston, 
PE Stanaiesucéansdddevisesesawen 22-54-81 


Weichman Pattern Co., Cincinnati, O...... 1 


MISCELLANEOUS 


Federated Shoe Stores of America, Boston, 
SE w0h000bb0ensd6ese bees sbute vacances 7 


Hotel Martinique, New York City......... 68 
Kirsch-Blacher Co., Inc., New York City.. 79 


Morrison Hotel, Chicago, Ill. ........... 27 


Meyer, Frank C., Co., Inc., Brooklyn, N. Y. 79 


New York Export Purchasing Corporation, 
SO” BE I ca ckceskbcdces<iscesseace 79 
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ERCHANDISING and dis- 

play are closely allied fac- 
tors in modern storekeeping. Come 
with us, next week, into a store 
where interior display has been ele- 
vated to the status of a fine art. In- 
teresting, no end, and the story is 
full of goc< solid meat all ready for 
the alert merchant to digest. 


HO said you need pull to get 

along in business? “Bunk,” 
says Dick Prather, and then he 
proceeds to prove it. The world is 
as full of opportunities for the man 
who starts from scratch as it ever 
was. If you don’t believe it read 
Mr. Prather’s fact telling argument. 


LL good Americans go to 

Paris when they die—and a 
few go before. You don’t need to 
die or even to travel, for we are 
bringing the latest and snappiest of 
Paris footwear styles right into 
your house for you next week. 


HEN, too, our Field Editor is 
out again. Picking up more of 
those little ideas that make big 
money, and which we present under 
the title of O. P. I. (Other People’s 


; Ideas.) 
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HERE is a VULCO- UNIT 

Box TOE specifically de- 
signed for the correct shoe 
for any occasion — morning,’ 
afternoon or evening — for 

every hour of the day 


THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 


BECKWITH MANUFACTURING COMPANY 
Largest eMManufacturers of Box Goes in the World 


STATLER BUILDING, BOSTON 
Chicago, G. W. Kissy & Co. Se: Louis, Wright Gunman Co. Cincinnati, Geo. A. SPRINGMEIER 
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